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Desirable Territory Open for 
‘General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St. Louis, Mo. 
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CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 





agent in every city of over 10,000 population. Offers 
for the first time an exclusive agency in the following 
cities: 
{Ilinios Wisconsin Missouri Michigan Pennsylvania 
Aurora Milwauk 8t. Joseph Bay Ci Altoona 
Cicero Racine = Bt. Lous Flint ” Chester 
Decatur Superior Grand mantis Erie 
East St. Louis © Madison Nebraska Jackso: Harrisburg 
Joliet Omaha Philadelphia 
Rockford Kansas Lansing Readi 
—_ —— aie =o 

o 
Evansville Manchester ‘. 

Nashua 


Indianapolie 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 


Premium Rates—The Lowest 
Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 
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Our 
Chain of 
Service 





The service chain which The Lincoln National Life 
Insurance Company has been forging through the years 
is strong in every link. The links of this chain represent 
the policyholder, the field man and the Home Office. 


The policyholder is assured service plus on his Lin= 
coln Life policy because Lincoln Life agents are trained 
to sell their business ‘‘right’’ and to keep every promise. 
The fieldman is made to realize that he personifies the 
Company spirit in his territory, and to that end he is 
backed to the limit. The Home Office goes all the way 
in dispatching helpful service to both policyholder and 


fieldman. 
The strength of the Lincoln Life service chain is best 
understood by those who 


(LINK uP()wiTa THE () LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character’ 
Lincoin Life Building FORT WAYNE, INDIANA 


Now More Than $225,000,000 in Force 
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A dependable policy such as is 
written by the MERCHANTS 
LIFE is frequently the adjuster in 
the settlement of financial difficul- 
ties—the one thing that satisfies 
the banker in a crisis. 








MERCHANTMEN oolicit busi- 
ness with the knowledge that every 
man needs life insurance as a pro- 
tection to his business as well as 
to his family. 
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There is a greater OPPORTUNI- 
TY for MERCHANTS LIFE 
SALESMEN today than ever be- 
fore. 
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A FEW GENERAL AGENCIES 
OPEN TO THE RIGHT MEN. 














MERCHANTS LIFE 
INSURANCE COMPANY 


WILLIAM A. WATTS, President 
Des Moines, Iowa 
Organized 1894 
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I'ne SPecTAToR is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter wad 
at the Postoffice, New York, N. Y., uuder the act of March 8, 1879. Tue Spectator, Volume CIX, Number XXIV, December 14, 1922; $4.00 per annum. —— ‘4 
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LIFE PRESIDENTS CONCLUDE MEETING 


Complete Success a Feature of Great Program--- 


Resolutions Adopted 


HE life insurance executives of this country 
and Canada turned out in full force to at- 
tend the sixteenth annual convention of 
the Association of Life Insurance Presi- 
dents. They came to the Hotel Astor, 
New York, Thursday and Friday of last 
week to listen to a group of noted speakers, 
who, together, furnished a program 

"worthy of the importance of the body before which they spoke. 
Well over two hundred of the biggest men of the life insurance 

4 "business crowded into the sessions at the Rose Room and their 

F presence enabled Chairman Darwin P. Kingsley to declare 

1 the convention the most successful ever held in the history of 

4 pte Association. 

_ All the officers of the Association were re-elected. 

_ The program consisted largely of speeches, which were, 

Bien exception, delivered according to the arrangements. 

~The Thursday talks, which were of direct interest to life in- 

1 " Stirance men, were reported in THE Spectator of last week; 

"those of Friday will be found on other pages of this issue of 

Tar SPECTATOR. 
~ John M. Parker, governor of Louisiana, made a great appeal 

4 Pier Americanism on Thursday morning. Governor Parker is 

4 favorable to restricted immigration, better public school sys- 

 ftts, efficiency in the holders of public office, and respect for 

the law. Regarding immigration, Governor Parker believes 
that Many of the foreigners entering this country are not as- 
Sets, but rather liabilities, and sees in the foreign sections of the 


cities a distinct menace to the correct dev elopment of our 
fy 


Speaking Thursday afternoon on the subject, “The Present 
Position of Canada,” W. P. Riddell, justice of the Supreme 
Court of Ontario, called attention to the complete democracy 
of the Canadian form of government. As is well known, the 
Canadian governors and the governor-general have very little 
real power and cannot suggest legislation. The legislative 
bodies, on the other hand, select the ministers, who are, there- 
fore, directly responsible to the people. Justice Riddell pro- 
voked a good deal of laughter by his amusing way of pre- 
senting his subject. 

George Wharton Pepper, the Senator from Pennsylvania, 
made a deep impression on his listeners. His topic was “Bridg- 
ing the Chasm between Theoretical and Practical Citizenship.” 
He scored the class of smug Americans who complain of 
politics and yet refuse to leave their chairs to vote. He fur- 
thermore spoke feelingly about the critics of the United States 
Senate, who, he believes, are not warranted in criticising a 
body of which they have no real knowledge concerning either 
its members or its organization. 

Thomas C. Powell, vice-president of the Erie Railroad, made 
a talk late Thursday afternoon on the topic, “The Railroads— 
Common Carriers of National Prosperity.” 

Marion LeRoy Burton, president of the University of Michi- 


gan, gave avery able speech on the value of a university 


education. His conclusion was that America is the one country 
in the world where intelligence is held at a high value, and that 
the one thing which, above all others, leads a man to success 
is intelligence. He believes that the young man of today seek- 
ing a university education, should keep in mind the develop- 
ment of his intelligence. 
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The Association adopted the following reso- 
lutions at the close of the Friday session, they 
being offered by George T. Cochran, chairman 
of the committee on resolutions : 

Resolved, That participation in the proceedings of 
this sixteenth annual convention of the Association by 
officials of the Federal 
officers and other representatives of the American Life 
Convention and its constituent members, and of non- 
member companies and agency organizations is noted 


and State governments, by 


With sincere appreciation. That to their friendly and 

helpful co-operation is largely due what 

success may be attributed to these meetings. 
Resolved, That heartiest commendation and 


speaker on 


measure of 


sincere 
thanks are extended individually to each 
the program. For matured thought, facility of expres- 
sion and technical value, their inspiring and highly in- 
formative papers have not 
passed by any previous convention of this association. 
In partial reciprocation of the obligation incurred by 
the Association to the several speakers, the manager is 
hereby directed to cause their several addresses and 
papers to be printed at length in the proceedings of this 
convention, and copies thereof to be placed at their 


and addresses been  sur- 


disposal. 

Resolved, That to the greetings of the National Asso- 
tiation of Life Underwriters, as extended to us by 
their president, we extend our hearty thanks and wish 
‘them continued success and usefulness. 

Resolved, That in our judgment the 
‘augmenting mortality due to motor vehicle accidents 
upon our highways emphasizes the necessity of system- 
atic and determined measures for the extirpation of the 
prevalent epidemic waste of human life through habits 
of personal carelessness. We urge the imposition of 
more searching qualification tests for drivers; the exer- 
cise of constant vigilance and caution commensurate 
with the perils of the locality, by pedestrians; and the 
vigorous enforcement against pedestrians as well as 
drivers of salutary safety regulations; and we especially 
commend the schools in adopting the policy of inculcat- 
ing by precept in the minds of our youth the cardinal 
principles of safety as part of their primary education. 

Resolved, That whereas necessarily in- 
volving pecuniary loss to both policyholder and com- 
pany, and, through discouragement from loss of pro- 
tection, shaking the foundation of the insured, consti- 
tutes the most costly and demoralizing form of insur- 
ance waste. The best interests of policyholders demand 
that unceasing effort be made and all practicable means 
be taken to prevent the lapse and surrender of policies 
and to restore lapsed policies to full force and effect. 
Intensive study of ways and means to this end should 


persistently 


lapsation, 


be the care of every life insurance executive. 
Resolved, That in our judgment waste is the fore- 
runner of failure; ignorance, inattention and neglect, 
its attendants, and disaster, its end. It is the protest 
of ignorance against experience, of 
effort. It is the product of mental and physical sloth, 
attacking and corrupting every ‘human activity and un- 
Its virus of indiscipline paralyzes govern- 
The funda- 


idleness against 


dertaking. 
ment, saps business and ruins individuals. 
mental remedy is education; and even teachers must be 
alert against its insidious attack. Life insurance teaches 
thrift, combats waste. 
an examplar of the principles it proclaims, an unremit- 


Life insurance must continue 


ting enemy of the evil it opposes. 

Before the close of the final session, Chairman 
Kingsley referred to the singular and unusual 
circumstance arising out of the fact that there 
was not the necessity for a single change in the 
final program. On invitation from Mr. Coch- 
ran. a rising vote of thanks was given the chair- 
man. 


H. N. Camp, Jr., Resigns 
Henry N. Camp, Jr., heretofore assistant sec- 
retary of the Pacific Fire and the Bankers and 
‘Shippers of New York, and fire secretary of the 
New Jersey of Newark, has resigned to take 
up law practice. 


MARINE BILL ADOPTED 


Commissioners Adopt Model Law 
Broadening Marine Company 
Powers 


CASUALTY REPORT ACCEPTED 


All Interests Finally Withdraw Opposition 
—Resolution Against Annexes 
Goes Through 

The December, 1922, meeting of the National 
Convention of Insurance Commissioners is no 
more. It came, made insurance history, and 
departed after having hewn out new stepping 
stones among the rocks of misunderstanding 
which bar the way to legislative progress. The 
sessions of the convention were signalized by 
a spirit of co-operation greater than that of any 
previous gathering of the commissioners and 
it was due chiefly to this fact that the problems 
laid before the members were successfully 
solved and disposed of. The intense seriousness 
which pervaded the reports and speeches made 
by the delegates was only equalled by the 
celerity attending the transaction of the busi- 
ness before the house and it can be truly said 
of this convention that it accomplished more 
in the way of smoothing out the differences 
between States in insurance matters than was 
supposed either probable or possible. -The fric- 
tion which existed between factions, the dis- 
agreements arising over the recommended pas- 
sage of various resolutions and the misunder- 
standings brought into being by the factors of 
locality and distance were all dispelled in the 
face of what seemed a common resolve on the 
part of the commissioners to act for the great- 
est ultimate good of the public commensurate 
with the maintenance of the rights of the in- 
surance companies. 


Success ATTENDS SECOND SESSION 

The second session of the National Conven- 
tion of Insurance Commissioners was opened 
on Thursday morning, December 7, convening 
at ten o’clock from its adjournment of the 
previous day and presided over by Platt Whit- 
man, president of the convention and Insurance 
Commissioner of Wisconsin. The session was 
even better attended than the first, the arrival 
of some delegates who had been delayed in- 
creasing the number present. 

The first business attended to was a meeting 
of the executive committee which took place 
while the gathering was awaiting the outcome 
of a discussion being held by the casualty in- 
surance company representatives in Room 109 
of the Hotel Astor. The executive commit- 
tee’s chief action at this meeting, among other 
matters, was to fix on a time and place for 
holding the next anfhual convention. It was 
decided that this should be held in Minneapolis, 
Minnesota and the time was tentatively fixed 
as the last week in August, but later action by 
the committee may alter this. The next item 
brought before the house was the report of 
the Actuarial Bureau whose recommendations 
were as follows: 


Your committee has given consideration to 


4 


the question of uniformity of the method of 
ws cu ating earned and unearned premiums 
based upon short rate and Pro rata cancellations 
in the belief that it is timely to deal with 
this important routine of the business. 

We believe that the present methods are at 
variance with sound and economic business pro- 
cedure. That the optional interpolated charge 
now in vogue should be superseded by a fixed 
and actuarially determined daily charge. That 
the latter should be directly Proportional to 
the established monthly ratio. 

We believe that the proper calculation of 
earned or unearned premium charges may be 
regarded as a necessary factor in the strict 
compliance with anti-rebate and anti-discrimina- 
tion laws, and a factor to be considered in the 
determination of the reasonableness of rates, 
It is our opinion that this can be accomplished 
only by a fixed interpolated daily percentage 
charge which is defensible from the standpoint 
of actuarial conclusion, and that a standard 
table so compiled should be adopted for use in 
every State. 

Therefore, in order that the companies and 
agents shall be provided with a means of easily 
and accurately determining the exact amount 
of premium earned, or to be returned, accord- 
ing to the actual number of days a given pol- 
icy has been in force, be it on motion: 

Resolved, That this convention recommends 
and is in favor of the adoption for use of one 
standard table for determining earned and un- 
earned premium charges on all policies and re- 
newals covering risks located in all States, and 
that the actuarial committee of this convention 
is hereby empowered to fully investigate the 
matter and report to the executive committee 
at an early date its recommendations as to the 
table selected: and be it further 

Resolved, That the executive committee, when 
it shall have determined that the table selected 
is actuarially sound and in strict accordance 
with the views set forth in the preamble of this 
resolution, shall forward a copy of the same 
to the supervising official of each State to be 
by him adopted and put into full force and 
effect. 

The house adopted this report without any 
attempt at discussion as it was felt that the 
items embraced therein had been fully deter- 
mined by the committee and that therefore any 
further action was uncalled for. 

After the report of the Actuarial Bureau had 
been read and adopted, the fire insurance com- 
mittee submitted its findings to the delegates 
and included a resolution framed by Insurance 
Commissioner B. W. Gearheart of Ohio rec- 
ommending the passage of such legislation as 
would restrict the operation of underwriters 
agencies and curtail their activities which were 
described as inimical to the best interests of the 
insurance industry. The report was adopted 
as received by the convention and a recess 0! 
a few minutes was taken pending the outcome 
of a meeting of the marine insurance commit: 
tee. When this committee had agreed upot 
the course to be pursued in dealing with the 
activities submitted to it it was found that the 
differences occasioned by the definition of the 
term “marine insurance” as it existed in cf 

” 
so-called “Uniform Marine Insurance Law ha 
been dissipated. This bill was drafted and fe 
drafted several times before meeting the : 

e ° a H e 

proval of all the objecting interests and . 
: eer ve 
form in which finally adopted appeared to . 
on 
the support, not only of the State commis! : 
. ™ nts. 

ers but also of the insurance brokers and age 

(Continued on page 27) 
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INSTITUTIONAL ADVERTISING 


N his recent address before the Asso- 
ciation of Life Insurance Presidents, 
John D. Sage, president of the Union 
Central Life Insurance Company of Cin- 
cinnati, in dealing with the question of 
educating the insured in order to pre- 
vent life insurance lapses, expressed the 
opinion that institutional 
would be of great value, but also stated 
that “it is almost too much to hope that 


advertising 


it is possible in the immediate future to 
evolve a plan which would succeed in 
securing the support of a large majority 
of the companies and at a cost which 
would be reasonable ; but it is an ultimate 
end to be sought.” 

As to the general subject of co-opera- 
tive insurance advertising, William Alex- 
ander, secretary of the Equitable Life 
Assurance Society of the United States, 
ina recent article in the Eastern Un- 
derwriter, said that only a very compre- 
hensive plan of institutional advertising 
could be successful. He believes that 
Practically all legal reserve companies 
would have to contribute; a very large 
fund would be needed to prosecute a cam- 
paign of education and advertising, and 
that anything short of such a compre- 
hensive plan would be futile, if not in- 
Jurious. He wishes to be understood as 
favoring a great advertising campaign, 
but fears that the companies are not yet 
pe for it. THe SpEcrTaTor, 
months ago, took a similar position‘when 
it was suggested by the former officers 


some 


of the National Association that a broad 
educational campaign could be put into 
effect by getting daily newspapers to run 
life insurance data in their reading ‘col- 
umns. Some life underwriters then be- 
lieved that through a press agent em- 
ployed by the insurance men this could 
he accomplished at nominal cost, but THE 
Spectator frankly and strongly criticised 
the plan as being impracticable. In fact, 
THE SPECTATOR was the first insurance 
journal to start the campaign against the 
advertising plan referred to, being con- 
vinced that the scheme as outlined by its 
promoters was destined to certain failure. 
THe Spectator has expressed its will- 
ingness to encourage and support any 
feasible plan for impressing the advan- 
tages of life insurance upon the mind of 
the pepole, but it felt sure that the press 
agency project referred to could only re- 
sult in disappointment. 

Mr. Alexander presents to the insur- 
ance world a feasible idea worth agitat- 
ing, which, no doubt, will some time be 
taken up and its merits given the con- 
sideration they deserve by the insurance 
companies. 

The recent experience of the National 
Fire Protection Association has again 
proved that daily newspapers are averse 
to giving space in their news columns to 
matter relating to insurance, even though 
it is of an altruistic nature and designed 
to educate readers. The only way to 
bring about the publication of such mat- 
ter is by paid advertising, as is recognized 
by Messrs. Sage and Alexander, and as is 
and has been invariably contended by 
THE This 
demonstrated by a letter from the \meri- 
the Na- 
tional lire Protection Association in re- 


SPECTATOR. was. further 


can Publishers Association to 
sponse to the latter’s appeal for co-opera- 
tion during Fire Prevention Week : 

In reply to your letter of the 14th instant, 
which I infer it to be your purpose to 
Prevention 


from 
secure free advertising for ‘Fire 
Week,” permit me to say we are committed to 
the principle that those who desire to use news- 
papers for the purpose of reaching the public 
should pay the tariff provided for the space in 
the advertising columns rather than to seek a 
tree ride. 

The above is explicit enough, and no 
doubt correctly states the position of 
most daily newspaper publishers as to 
educational or news matter relating to in- 
surance. 


PROPAGANDA POSSIBILITIES OF 
LIFE COMPANIES 
N his address before the Association 
of Life 
tor George W. Pepper, of Pennsylvania, 
urged his hearers to take a more active 
interest in governmental matters, and 


Insurance Presidents, Sena- 


pointed out that their own self-interest 
He asked, “Do you know 
any group of men in the world whose 


demands it. 


interests are more injuriously affected 
by incompetent public servants than in- 
surance men in general and life insurance 
men in particular?’ He answered this 
question in the negative, saying: 

' know of no group, and the reason is, I take 
it, that you are engaged in a subject which is 
both highly technical and also touches human 
life at many, many points, and whenever you 
have a subject that touches human life at many, 
niany points there are always people who fondly 
imagine that their capacity to understand and 
deai with that subject is a thing innate and 
inheritive, one to which they have given no 
thought, study or research whatever. 

Another speaker at the same conven- 
tion referred to the enormous influence 
and power of the life insurance com- 
panies to sway public sentiment through 
their many millions of policyholders. 
Apropos of Senator Pepper’s and_ this 
other speaker’s remarks, the president of 
a prominent life insurance company was 
asked by a representative of THe SPec- 
TATOR as to the extent to which the life 
insurance companies had availed them- 


selves ¢ 


f their opportunities for educat- 
ing their policyholders concerning legis- 
lation upon insurance matters, by use of 
the envelope containing the renewal pre- 
mium notice going to millions of policy- 
holders. He replied that the companies 
had not yet attempted to utilize this 
great force to affect legislation or edu- 
cate the insured politically in favor of the 
interests of life insurance. He said: 

Propaganda of this nature has not been mailed 
out by the companies to their policyholders, 
knowing that we would be criticised by poli- 
ticians and others for taking part in politics. 
Vet at a certain important conference at which 
leading managers of insurance companies and 
also notable iabor leaders were present, a promi- 
nent labor man stated to the life insurance men 
present that if they had the opportunity of the 
life insurance companies to influence thirty or 
forty million members, they certainly would 
not throw such chances to force public opinion 
ever their heads. 

Whereupon the life insurance officer 
interviewed by THE SPECTATOR com- 
mented: “However, if we are driven by 
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Where are you going, 
My Pretty Maid? 


This question was asked when many 
girls were milk-maids. Now many more of 
them are business women, office women, 


saleswomen, professional women, business 


directors. 


But it is still a fair question to ask of every 
one of them—“Where are you going?” 
Are you bound for comfort, independence, 
prominence, or are you headed toward dis- 


comfort, humiliation, want? 


Endowment Life Insurance offers as- 
surance. It is sure saving. To be sure the 
road of the steady saver leads uphill, but it 
leads, also, to broader views and better air. 
The road of the spendthrift seems easier for 
a time, but it ends in a hole. Get your bear- 
ings and start for the top. Endowment Life 


Insurance will help you get there. 


The Prudential 


Insurance Company of America 


STRENGTH OF’ 


a EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 














adverse conditions, including unjust and 
excessive taxation, to undertake thor. 
oughly the education of policyholders 
along the lines that the interests of the 
companies directly affect the pockets of 
the insured, we may not longer hesitate 
to include such propaganda with renewa| 
premium notices.” 

When it is borne in mind that prob- 
ably one-half of the people in the United 
States carry life insurance and are thys 
interested in the protection of their com. 
panies against unjust impositions, it js 
easy to see that, if questions should eyer 
arise deemed serious enough to warrant 
a powerful appeal to the people, the life 
insurance companies have it in. their 
power to make an effective canvass 





Life Attorneys Meet 


Sixty-three members of the Association of 
Life Insurance Counsel filled to capacity the 
room set apart for them at the home of the New 
York Bar Association, 42 West Forty-fourth 
street, New York, Dec. 5, for the first of their 
two-day sessions during the annual convention, 
President John L. Wakefield, vice-president 
and general counsel for the John Hancock 
Mutual Life of Boston, called upon the speak- 
ers and announced the titles of their addresses 
as follows: R. B. Alberson, associate counsel 
for the Bankers Life, Des Moines, “Total Dis- 
ability’; L. L. Bomberger, general counsel for 
the Northern States Life, Hammond, Ind, 
“Some Perils Besetting the Record Title to 
Real Estate’; Harry W. Reynolds, attorney 
for Attna Life, Hartford, “Certain Aspects of 
the Federal Revenue Act of 1921,” and Walter 
H. Eckert, general counsel for the Peoples Life 
of Illinois, “The Trial of Insurance Cases Be- 
fore a Jury.” 

Election of officers for the ensuing year fol 
lowed quickly upon the recommendations 0! 
the nominating committee. A motion from the 
floor was adopted and carried out by the secre 
tary’s casting of a single ballot, an expressio! 
of unanimity for the entire ticket, re-electing 
to office the present incumbents, Preside 
Wakefield, Vice-President Allen, Secretaty- 
Treasurer Tully and Assistant Secretary (Miss) 
Stone. The executive committee was announce: 
as follows: Alfred Hurrell, third vice-pres: 
dent and general solicitor of the Prudential 0! 
Newark; George Lines, general counsel, North 
western Mutual, Milwaukee; Joseph S. Cott 
well, counsel, Penn Mutual, Philadelphia, Pa: 
R. C. Neuendorffer, secretary, Guardian Life 
New York, and George B. Young, general cout 
sel, National Life, Montpelier, Vt. 

General discussion of pertinent questions Ie 
up to the arrival of Judge Moses H. Grossmial 
whose address on “The Arbitration Society 0! 
America” has been anticipated with much it 
terest. Prefacing his address, which explainel 
the operation and objects of this society, brougit 
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FARM MORTGAGES SOUND 


w, H. Kingsley Finds Them Ideal 
Investment 


LIFE COMPANIES INCREASE HOLDINGS 


ViceePresident of Penn Mutual Delivers 
Interesting Address Before Life 
Presidents Association 


The following is extracted from the com- 
prehensive address of William H. Kingsley, 
vice-president of the Penn Mutual Life Insur- 
ance Company, whose theme was “The Farm 
Mortgage the Pulse of Agricultural Health”: 

From the beginning of history agriculture 
has been the foundation of the world’s busi- 
ness. It furnishes the two main essentials— 
continuity of food supply, without which there 
isno settled life, and materials for clothing and 
shelter, without which there would be no 
development or civilization. It has been the 
plane by which prosperity and depression 
have been measured and has been throughout 
the years of this country’s existence, and 
through periods of panics, wars and disasters, 
the sure foundation on which our progress and 
prosperity have been based. 

Agriculture cannot go into bankruptcy. The 
world must have food and clothing and must 
of necessity pay the farmer a “living wage.” 
There may be temporary periods of depression 
or high prices but throughout a long period it 
maintains a stability and equilibrium that does 
not characterize other industries. 

The value of all farm property in the United 
States, according to the census of 1920, was 
$78,000,000,000, of which $66,000,000,000 was the 
value of farm lands and buildings. The total 
farm mortgage indebtedness has been estimated 
at approximately $8,000,000,000, or about 12 per 
cent of the value of lands and buildings. Not- 
withstanding the existence of this mortgage in- 
debtedness, which seems so huge, the census re- 
ports show that about 60 per cent of all the 
farms in America are unencumbered. Agri- 
culture is thus carrying a much smaller burden 
of indebtedness than any other business and has 
withstood hard times better than any other 
American industry on account of this smaller 
burden of debt. It is the basic industry of the 
Nation in which one-third of the population of 
America is engaged and the farm home is the 
heart of the Nation. The great agricultural 
areas of America have been improved and farm- 
ing life made better through the helpful applica- 
tion of life insurance funds throughout a period 
of more than fifty years. Life insurance com- 


into existence under a New York State statute 
law passed two years ago, Judge Gross said: 

a am here on behalf of The Arbitration So- 
tity of America to tell you something about 
the newly established tribunal of justice known 
as The Court of Arbitration which is now oper- 
ating and which is daily disposing of cases and 
cenflicts—intricate as well as the simpler kind— 
with speed, with economy, and I might pardon- 
ably Say, with perfection. At least if you take 
the unanimous judgment of the disputants you 
will see that it is satisfactory.” 

The insurance counselors were not only ex- 
tended the use of the Bar Association rooms, 
but Were guests of the Harvard Club, thirty- 
ine taking luncheon there December 6, and all 


enjoying the club’s hospitality. 


panies have been largely instrumental in estab- 
lishing the farm mortgage as a premier invest- 
ment in the United States for safety of prin- 
cipal and reliability of income. 

Prior to 1914 there were no comprehensive 
statistics of the farm mortgage investments of 
life insurance companies, no division being made 
in the official reports as between farm mort- 
gages and mortgages on other property. Com- 
mencing with 1914, however, statistics as to 
farm mortgages gathered by this association 
make it possible to analyze the changes that have 
taken place in the different sections of the 
country as to the amount of farm and city 
loans and in average interest rates. 

Statistics have been compiled showing the 
distribution of farm and other mortgages in 
each of the different geographical divisions of 
the country in 1914 and in 1921. 

These figures represent the mortgage holdings 
of life insurance companies whose total assets 
@re over 9o per cent of the aggregate assets of 
all American companies for the years 1914 and 
To21. At the end of 1914 the total mortgage 
loans amounted in round figures to $1,600,000,- 
000, of. which over $600,000,000, or 39.12 per 
cent were farm mortgages. At the end of 1921 
the total mortgage loans had risen to $2,556,- 
000.000, of which $1,306,000,000, or 51.11 per 
cent, were farm mortgages. Thus during the 
past seven years life insurance company invest- 


ments in farm mortgages have more than 
doubled. Perhaps the most significant fact 


shown by this table is that for the first time 
since separate statistics were available as to 
farm and city loans of the life companies, the 
amount of loans on farm property is greater 
than on other property, namely, $1,306,000,000 
on farms against $1,250,000,000 on other prop- 
erty. 


Sections WHERE Decreases ARE SHOWN 

The only geographical sections which show 
decreases in farm loans held by life companies 
during the period are the New England and 
Middle Atlantic States, and these decreases 
were of negligible amount. The greatest in- 
crease, $320,000,000, or over 48 per cent of the 
total increase in farm mortgage investments, 
was in the Northwestern section. The South- 
west, with $170,000,000 or nearly 26 per cent, 
was next in importance, followed by the Cen- 
tral Northern, with $64,000,000 or nearly 10 
per cent. It will thus be seen that nearly 75 
per_cent of the total increase in farm mortgage 
loans was in the great agricultural sections of 
the Northwest and Southwest; and while the 
population, farm values and aggregate farm 
leans of these sections increased approximately 
50 per cent in ten years, the farm loans of life 
insurance companies increased 75 per cent in 
seven years. In rate per cent of increase of 
1921 farm loans over the amounts in IgI4 in 
the different sections, however, neither North- 
west nor Southwest stands first. The greatest 
relative increase occurred in the Gulf and 
Mississippi Valley States, where farm mortgage 
loans of life insurance companies in I92T ex- 
ceeded those of 1914 by more than 233 per cent. 
The South Atlantic States follow with an in- 
crease of 202 per cent; the Northwest third, 
with 112.94 per cent increase; the Southwest 
fourth, with 90.95 per cent; the Pacific fifth, 
with 84.70 per cent, and the Central Northern 
sixth, with 55.26 per cent. Thus the States 
south of the Potomac and Ohio and east of the 
Mississippi show by far the most rapid increase 
in farm mortgage investments of life insurance 
companies of any section of the country. These 
gains compare generally with the marked im- 
provement which has characterized agricultural 
conditions of the Southern States during the 
past decade. 

As compared with the great increase of $650,- 
000,000 in the farm mortgage investments, the 
increases in city mortgage loans—$242,000,000 
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—show by contrast how great has been the 
swing toward farm loans by life insurance com- 
panies in these seven years. The Middle At- 
lantic shows the highest rate of increase in city 
mortgages, 35.95 per cent, no other section 
showing as much as 20 per cent increase, the 
industrial sections of New England, Middle At- 
lantic and Central Northern States together 
getting about 60 per cent. 


CoMPARISON OF INCOME RECEIVED 

While the prevailing rates for insurance com- 
panies are not exactly comparable with the gen- 
eral rates reported by Government bureaus, be- 
cause official statistics are not available* for 
exactly the same periods, it is still possible to 
draw some conclusions from these figures. In- 
surance company rates on loans outstanding 
December 31, 1914, were uniformly lower than 
the average rates of 1915, reported by the De- 
partment of Agriculture, except in the Middle 
Atlantic States, where the total loans amounted 
to less than $1,000,000, and in the State of 
Arizona. Comparing the insurance companies’ 
rates on loans outstanding December 31, 1921, 
with the average rates on outstanding loans re- 


ported by the United States Census in 1920 
and again leaving out the Middle Atlantic 


States, where farm loans had dropped to less 
than one-half million dollars, there were only 
nine other States in the Union where the rates 
cf life insurance companies on farm loans 
were higher in 1921 than the average rates re- 
ported by the census in 1920. In all other States 
they were lower, and the average for the entire 
country was 5.86 per cent compared with 6.1 per 
cent, the census average. Considering the rapid 
increase in interest rates throughout the coun- 
try during 192!, the insurance companies’ rates 
for 1921 were probably below the average in 
every State in the Union, with the possible ex- 
ception of the Middle Atlantic section, where 
the total amount loaned is negligible. 

This statement is borne out by a compari- 
son of the life insurance average interest rates 
for new loans of 1921 with the prevailing rates 
reported to the Department of Agriculture by 
the banks of the country for 1920. These fig- 
ures show that there were but five States where 
the 1921 rates of the insurance companies were 
higher than the 1920 prevailing rates given by 
the Department of Agriculture. These States 
and the amount of the excess in each were as 
follows: Virginia, .or per cent; Illinois, .04 
per cent: North Carolina, .o5 per cent; New 
York, .06 per cent, and Wisconsin, .15 per cent. 
On the other hand, there were twenty-two 
States where the prevailing rates given by the 
Department of Agriculture were higher than 
the highest rate in any State for life insurance 
company loans. Again, considering the rise in 
rates of 1921, we are safe in saying that life 
insurance loans on farm property are made at 
rates uniformly below the average in all sec- 
tions, excepting possibly in the Middle Atlantic 
States. 

While interest rates show a marked increase 
on new loans made in 1921, the average for the 
whole country having been 6.46 per cent, the 
tide turned before the middle of this year, and 
the tendency has since been toward lower rates 
according to reports from the leading farm 
loan life insurance companies, though reports 
as to specific rates*in the different States are 
not yet available. 

The average interest rate of life insurance 
companies for mortgages on other than farm 
property is slightly below the average for farm 
mortgages, being 5.69 per cent as against 5.86 
per cent on mortgages outstanding December, 
1921, for the entire country; but in nineteen 
States, having over 60 per cent of the total 
farm loans, the average interest rates on farm 
property were lower than the rates for mort- 
gages on other property. In other words, the 
rate of interest realized by life insurance com- 
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LIFE 
EXTENSION 
INSTITUTE 


25 WEST 45th ST. 
NEW YORK 


Dr. Knight speaks 
with the authority of 
experience. His ap- 
praisal of such a 
service as the Insti- 
tute renders is not 
based upon hypothe- 
sis but actual test. 


Is it too much to hope that 
within five years every insurance 
company will be offering some 
such service to its policyholders > 
No more powerful combination in 
the cause of human betterment 
could be imagined. 


Trying to improve the health 
and prolong the life of the policy- 
holder is just as much a function 
of life insurance as preventing ac- 
cidents is of accident insurance. 


There is an educational and 
scientific appeal in this work as it 
is performed by the Institute that 
no other organization in the world 
can equal. 


Back of the unusual scientific 
organization of the Institute—and 
its highly trained staff of statisti- 
cians, technicians, physicians and 
consultants—is its vast experience 
in this special kind of work. 


Ask us for further infor- 
mation. Let us tell you why 
you should offer your policy- 
holders this invaluable privi- 
lege. 








In an address delivered by Dr. Augustus S. Knight, Medical Director 
of the Metropolitan Life Insurance Company, at the Sixteenth Annual Con- 
vention of the Association of Life Insurance Presidents in New York -City 
on December 7, 1922, he says, in part: 


* J 


We are obviously making splendid gains year by year in 
those conditions which are looked upon as controllable or preventable. We 
are not doing so well with reference to diseases and conditions which reflect 
personal hygiene and the general care and use of the human body by the 
individual himself. The death rate for these conditions which show wornout 
mechanisms are giving us but little encouragement under present conditions 
We are making little headway in spite of more and more public interest in 
the subject. These deaths represent heavy losses to the public and to the 
insurance companies, because they take many people in the prime of life 
and at the height of their usefulness. The prevention of these deaths repre- 
sents the real problem of the public health movement of the present time and 
of the immediate future. They are the chief sources of the life waste in 1922. 


Medical examinations are an expensive part of the cost of life insurance 
administration. We can easily make them worth all that they cost, and a 
great deal more, through the simple expedient of the periodical follow-up 
examinations of the persons insured with us. Fortunately, this matter is no 
longer in the experimental stage. For a period of eight years, the Company 
with which I am connected, has to an ever-increasing degree encouraged its 
policyholders to take advantage of the opportunity to be examined periodi- 
cally at the Company’s expense. I had occasion last year to evaluate the 
results of this work and undoubtedly you are already fairly familiar with our 
findings. We were able to show that those who were examined in 1914 and 
1915, for a period of five years following the examinations, showed a 
mortality of 28 more favorable than that for the entire Ordinary Depart- 
ment in the same years. We further calculated that the saving in mortality 
gave a return of $2 for every $1 expended for the insurance examinations. 
These figures are all rough, but I quote them to show you why we in our 
Company are convinced of the value of the periodical physical examinations. 
When properly conducted, periodical examinations with appropriate advices, 
are effectve as a means of avoiding life routines that lead to disease, of con- 
trolling minor impairments, of minimizing and slowing down the progress of 
the major ones, and of maintaining a high standard of individual health. We 
are more and more opening the door to our policyholders for this service, 
so that at the present rate we hope and expect to make 25,000 examinations 
in the year 1922 among Ordinary policyholders. 





The following Life Insurance Companies are now furnishing 
this service to their Policyholders through the Institute: 
Inter-Southern Life Insurance Co. 
Midland Mutual Life Insurance Co. 
Southeastern Life Insurance Co. 
Oregon Life Insurance Co. 
o. Penn Mutual Life Insurance Co. 
Old Line Life Insurance Co. Volunteer State Life Insurance Co. 
United Life and Accident Insurance Co. 


Metropolitan Life Insurance Co. 
Guardian Life Insurance Co. 

Fort Worth Life Insurance Co. 
Union Central Life Insurance Co. 
Columbus Mutual Life Insurance 





LIFE EXTENSION INSTITUTE, Inc. 
25 West Forty-Fifth Street, New York City 
Telephone Bryant 3073 














the 
mo 
of 


anc 
mo! 
afte 
Wo 
ves! 
ent 

mit! 
ern 
mv 
tert 


of 


secu 


nec 
Kin 
prin 
tion 
Pre: 


\ 
tors 
scal 
next 
over 

If 
est 
settl 
will 

TI 
divic 
pend 
of i 
for 
divi¢ 
total 
year 


P 


Ye 
surat 
docu 
insur 

Ir 
Selfis 
SPEC 
lists 
Insur 
good 
frate 
they 
Tespo 
the 
the ¢ 

la 
mont! 
you ¢ 
of w 
your 
Tnsur 
tional 


St. 
| 


—T 
Georg 
ton, | 
Septer 








in 


lect 
the 
out 
ons 


the 
life 
yre- 
and 
22. 


nce 


da 
-up 


any 

its 
ydi- 
the 
our 
ind 
la 
art- 
lity 
ns. 
our 
Ns. 
“eS, 
on- 


of 
We 


ce, 
ons 











December 14, 1922 


THE SPECTATOR 


Life Insurance 








on nearly two-thirds of their farm mort- 
gage loans is lower than that received from 
other holders of their loans; and the farmer in 
the States holding the greater proportion of 
the loans obtains not only a lower rate but 
more advantageous terms than the mortgagor 
of city property. 

During the past seven years the life insur- 
ance companies not only greatly increased their 
mortgage loan investments, but particularly 
after the entrance of the United States into the 
World War, the companies became large in- 
yestors in Government securities. At the pres- 
ent time about 11 per cent of their total ad- 
mitted assets is invested in United States Gov- 
emment bonds. As the necessity for further 
investment in Government securities has now 
terminated, there will, undoubtedly, be a yet 
wreater increase in insurance company holdings 
of mortgages, and particularly of mortgages 
secured by farm properties. 

A number of interesting tabulations were 
necessarily left out of this report of Mr. 
Kingsley’s address. They will appear in the 
printed report of the sixteenth annual conven- 
Life Insurance 


panies 


tin of the Association of 


Presidents. 


Connecticut Mutual Life Dividends 

While no action will be taken by the direc- 
tors of this company in the matter of the 1923 
scale of dividends until after January first 
next, it may be stated that an increased scale 
over that of 1922 is contemplated at this time. 

If such a change is made, the rate of inter- 
est to be allowed in connection with policy 
settlement options and dividend accumulations 
will be 4.60 per cent. 

Though the amount of increase in 
dividend per thousand of will de- 
pend upon the year and age of issue and plan 
of insurance, the proposed new scale will call 
for a material increase in the aggregate 
dividend distribution of the over the 
total amount disbursed for dividends in the 
year 1922. 


such 
insurance 


year 


Prominent Patrons of Life Insurance 
[To the Editor of Tue Spectator] 


Your book, “Prominent Patrons of Life In- 
surance,’ in my opinion, is the best canvassing 
document ever published for the use of the life 
insurance agent. 

I realize that a great many insurance men are 
selfish in not responding to the requests of THE 
SPECTATOR to supply new names and correct 
lists published in “Prominent Patrons of Life 
Insurance,” but they little realize how much 
good this information means to the insurance 
lraternity as a whole, and in giving it to you 
they should know that you will treat the cor- 
tespondence confidentially, except as to listing 
the amounts, and that you will be sure to get 
the consent of the insured before publishing. 

Iam going to — — on December 15 for a 
month’s stay, opening a branch office there. If 
you care to write further, I shall be happy to be 
of what service ] may in helping you to make 
your publication, “Prominent Patrons of Life 
Insurance,” more valuable by sending you addi- 
tional names and amounts. 





Phe Wy: 
St. Louis, Mo. 
December §, 1922. 
_~The loving cup presented to the agency of the 
a ashington Life Insurance Company, Charles- 
Peas Va., having the largest production during 
per, was won by H. M. Boyd of Columbus, Ohio. 
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SIMPLICITY IN 
REGULATION 


Commissioners Striving to That End, 
Says President 


URGES CONSISTENT TAXATION 


Platt Whitman Tells Life Presidents to So 
Conduct Their Business as to Retain 
Right of Reasonable Self-Regulation 


Platt Whitman, Insurance Commissioner of 
Wisconsin and president of the National Con- 
vention of Insurance Commissioners, addressed 
the convention last week of the Association of 
Life Insurance Presidents on the subject, 
“Simplicity in Insurance Regulation a Protec- 
tion Against Waste.” 

Commissioner Whitman took the position that 
no practice is wasteful until it can be proved 
that there is a better and less wasteful method 
of accomplishing the same thing. 

He referred to the organization of the Na- 
tional Convention of Insurance Commissioners 
as the first step toward simplicity in regulation. 
As to its accomplishments he said: 

I shall not attempt to recount what has been 
done but it 1s safe to say that without the 
united efforts of the convention, the commis- 
sioners and the companies, it would indeed be 
difficult for the business to function. 

There are many things which we have not 
done which might bring about further simplicity. 
While I shall not undertake to point out many 
of them, I shall call attention to a few. There 
should be more uniformity in legislation. In- 
surance is national, rather than confined to the 
boundaries of one State. What a waste could 
be prevented if companies were not confronted 
with a confusing mass of conflicting statutes! 
What justification is there for saying that a 
company is solvent in ene State but insolvent 
in another? I have been compelled to revoke 
the authority of some companies during the 
past vear, who, under the laws of their own 
State and many others, are financially sound, 
but by the measuring stick of Wisconsin, are 
hopelessly insolvent. 

Much waste could be eliminated by a more 
centralized method of auditing annual state- 
ments. Most States audit the statements of all 
companies doing business within its borders. 
It is a gigantic task to the State and a source 
of labor, expense and annoyance to the com- 
pany. Each State subjects the companies to 
numerous inquiries and corrections in order that 
the statements may be made to fit the statutes 
of the different States or the ideas of the 
different departments. A central audit bureau 
composed of experts ought to satisfy the prac- 
tical needs of any State. Or, in lieu of that, 
each State could afidit the statements of its 
own companies and become responsible to the 
other departments for their correctness. This 
should be sufficient for all practical purposes 
and tend to make each State more careful in 
the supervision of its own companies. 


TAXATION PROBLEMS 

more simplicity in our 
method of taxation. No two States have the 
same rate and method. Through the applica- 
tion of retaliatory and reciprocal laws, the 
same class of companies, doing identically the 
same class of business, pay different rates of 
taxation in the same State. Our system of 
taxation is so complicated that it is almost im- 
possible to apply it correctly. The apparent 
object of retaliatory and reciprocal laws is to 
bring about uniformity and to deter States from 


There should be 
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too drastic tax requirements. They may have 
assisted the companies of some States to evade 
their just share of taxes but they have also 
compelled companies of other States to pay 
more than their just share. The injustice of 
burdening companies with a tax not con- 
templated by the rate of tax of the State in 
which they are doing business, simply because 
they are unable to control the legislatures, is, to 
me, too unjust to be longer defended. All com- 
panies doing the same class of business should 
pay the same tax rate in the same State. I 
find that some companies doing the largest busi- 
ness in my State are paying the least in taxes. 
Legislatures should not be misled into making 
such discrimination. 

In my State, fire and casualty companies are 
taxed on the basis of premium income. Life 
companies, on the other hand, are taxed on 
all income except that received from premiums. 
The reason for this inconsistency is apparent. 
We have a large life insurance company which 
if taxed only upon its premium income in the 
State, would pay a small amount in taxes, but, 
by being taxed on all other incomes, the amount 
collected is large. That is, we have found the 
method which raises the most money and ap- 
plied it, notwithstanding its inconsistency. But, 
“consistency,” says [‘mersen, “is the hob-goblin 
of small minds.” Legislatures somehow find a 
way to get the maximum amount of taxes and 
retaliatory laws do not seem to prevent them. 
These laws have been on our statute books for 
years and IJ believe, on the whole, they have 
cost a majority of the companies large sums of 
money in unjust taxes. The same objection ap- 
plies to agents’ licenses and other fees col- 
lected in the different States. I believe this, 
too, has resulted in larger fees than would: have 
been required were there no such laws. 

Notwithstanding the benefits derived by some 
companies, I believe that any system based upon 
reciprocity and retaliation is fundamentally 
wrong and anything that is fundamentally 
wrong will sooner or later become wasteful. 
To sav the least, it lacks every element of 
simplicity, uniformity and justice. 


Powers oF COMMISSIONERS 

The Commissioner spoke of the tendency of 
some of his colleagues to follow their home 
companies into other States and insist upon 
special favors. 

As to the powers invested in the modern 
Commissioner, Mr. Whitman said: 

I am referring to the modern tendency to not 
only clothe supervising officials with large dis- 
cretion but in effect to place absolute company 
regulation in the hands of the State. In that 
event, the Commissioner cannot evade the re- 
sponsibility. He must execute the law. 

I have had some experience with this type of 
regulation and I am fully convinced that its 
far-reaching effects have not been fully esti- 
mated. In Wisconsin, we have two such regu- 
latory laws governing two classes of the busi- 
ness. These laws were passed by the same leg- 
islature and went into effect at the same time. 
One law has been rigidly, and I might say 
efficiently, administered. The other has not. I 
mean by this, in the first case we have practi- 
cally fixed all rates and rules and forms, and 
have determined the underwriting practices. 
Neither the assured nor the companies have 
much to say; in fact, we run the business as far 
as rates and underwriting practices are involved. 
We think it has worked well in that it has 
caused little dissatisfaction on the part of the 
public. I believe, too, the companies are satis- 
fied because, so far, they have not been deprived 
of a reasonable profit. But I have often thought 
how little incentive is left for the companies to 
study the great problems with which they are 
confronted. 

In the other case, we did not take rigid con- 
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The Company OF the People, FOR the People—made BY the People 
The Greatest Life Insurance Company in the World 


In Assets In Business Placed In Service to the Public 
Greatest In Income Greatest In Business Gained G reatest In Reduction of Mortality 
In Gain of Each In Business in Force In Health and Welfare Work 


METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 


HALEY FISKE, President FREDERICK H. ECKER, Vice-President 


Business Statement, December 31, 1921 


Pa is cracicncnsorarceenane one apa Gee echet ca eae eis ee mead aa $1,115,583,024.54 
Larger than those of any other Insurance Company in the World. 

Imscwones in Ansots demime 1081 .......... 5.55 ice ices cesccccees $134,669,937.37 
Larger than that of any other Insurance Company in the World. 

NN i. gic ciraring SE gia rae die tale neon a eae ee hak a Rd eee $1,068,341,845.04 

OT TEED Te eee TNT MTT Te ee ee ee ee ee $47,241,179.50 

Ordinary (annual premium) Life Insurance paid for in 1921.... $897 ,949,212 
More than has ever been placed in one year by any other Company in the World. 

Industrial (weekly premium) Insurance paid for in 1921....... $666,840,395 

Total Insurance placed and paid for in 1921..................... $1,564,789,607 
A larger amount placed in one year than by any other Company in the World. 

Gain in Insurance in Force in 1921...................00ccccceee $625,695,325 
A “— — in one year than that made by any other Insurance Company in the 

orld. 

Total Amount of Outstanding Insurance....................... $7,005,707,839 
Larger than that of any other Company in the World. 

Ordinary (that is exclusive of Industrial) Insurance in Force... $3 892,267,274 
Larger than that of any other Company in the world. 

Number of Policies in Force December 31, 1921.................. 25,542,422 
Larger than that of any other Company in America. 

Gain in Number of Outstanding Policies....................... 1,642,425 

Memmibor of Cinieves patd Gi DUR1 .... 5. neces cs cccceseess 323,531 
Averaging one claim paid for every 27 seconds of each business day of 8 hours. 

Amount paid to Policy-holders in 1921......................0005 $91,348,472.98 
—— to policy-holders averaged $630.16 a minute of each business day of 

ours. 


Reduction in Industrial mortality in 10 years, 31.9 per cent. 
Typhoid Fever reduction, 71 per cent.; Tuberculosis, 49 per cent.; Heart dis- 
ease, 19 per cent.; Bright’s disease, nearly 30 per cent.; Infectious 
diseases of children, nearly 37 per cent. 
Death Rate for 1921 on the Industrial business lowest in history 
of Company. 


Dividends declared payable in 1922, nearly...................... $16,000,000 


Metropolitan Nurses made 2,116,875 visits in 1921, free of charge to sick Industrial 
Policy-holders, and 18,984 visits to persons insured under Group policie 


Metropolitan men distributed over Twenty-five Millions of pieces of literature 
on health 


“ringing the total distribution to over 288,000,000 exclusive of Company’s health 
magazine, of which over 18,000,000 are annually distributed. 
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LAUDS CO-OPERATION 


tee J. Daugherty Before Presidents’ 
Association 








SEES PROMISE IN THE WEST 





President of American Life Convention 
Invited to Address Fellow Association 
at Third Session 
Lee J. Daugherty, president of the American 
Life Convention, was invited to make one of the 
wo informa! addresses made at the third ses- 
gon of the sixteenth annual meeting of the 
Association of Life Insurance Presidents. The 


complete text of Mr. Daugherty’s talk follows: 


It is my happy privilege to address you _to- 
day as president of the American Life Con- 
yention, an organization a year older than yours, 
representing 145 legal reserve life insurance com- 
panies whose home offices are scattered through 
forty American States, a co-operating associa- 
tin which realizes that the great institution 
for which both you and we are laboring has 
earned and deserves the high degree of con- 
fdence it now enjoys by years of intelligent 
application of sound economic principles applied 
to organized beneficence. __ oe 

Your splendid gonstructive organization so 
ably directed by your manager and his well- 
selected force of assistants, has been of untold 
value not alone to your members but to ours and 
those companies who do not affiliate with either. 
Better than this, good as it is, your work has 
never lost sight of the interests of the policy- 
holders. 

On our part along somewhat different lines, 
we have sometimes led and sometimes followed 
inthe good work of protection to policyholders 
and upbuilding the greatest business of this or 
any other century. 

There is happily no friction or occasion for 
misunderstanding between the Association of 


Simplicity in Regulation 
(Continued from page 9) 

trol. We attempted to allow the law to work 
itself out. We took from the public many of 
the rights it once enjoyed, hoping that the com- 
panies would be able to give contracts and run 
the business in a manner satisfactory to the 
public. The result has been unsatisfactory and 
will continue to be so until the State assumes 
more rigid control. I do not believe that we 
can successfully regulate a business, when we 
take rights away from the public, without tak- 
ing those same rights away from the companies. 
It seems to follow as a natural consequence 
that when the State once takes control, it will 
not relinquish its acquired rights but will grad- 
ually assume more. Nothing less than a con- 
trol which practically means the running of the 
business seems to satisfy. 

This may be best but I am wondering what 
will happen to the insurance business if this 
principle invades all of its lines. Temporarily, 
It may seem to give some advantage but I still 
cling to the belief that no business will progress 
lar except through individual effort. It is but 
ashort step from State regulation to State in- 
surance, 

The vice of it all is that there is not the 
Opportunity to remove waste through the State 
as through the companies themselves. While 
Its true that efficient State regulation may re- 
Move more waste than inefficient self-regulation, 
it is equally true that through efficient self- 
regulation there is greater opportunity than 
through efficient State regulation. For that 
reason I am asking you to-day to so conduct 
your business that you may always retain the 














right of reasonable self-regulation. 





Life Insurance Presidents and the American 
Life Convention. Co-operating, we each per- 
form a duty and a service important to com- 
panies, policyholders and the public. I would 
emphasize the latter, for life insurance never 
overlooks the importance of the third party to 
all our prosperity, the great American host 
which we call the public. Would that other 
great co-operative corporations and institutions 
might be as mindful of the duties and obliga- 
tions they owe to this third party in all con- 
tracts affecting the individual rights of the 
multitude. 

The dignity and wealth of your smaller mem- 
bership, the age and strength of your individual 
companies, uniting with the vigor of youth and 
wide distribution of influence which char- 
acterizes our larger membership, creates an irre- 
sponsible force for the good of our common 
business. What is good for our common un- 
dertakings is good for the country and for all 
the people. In no other commercial service are 
the great fundamental doctrines of our civiliza- 
tion so essential to corporate achievement or so 
immediately productive of general advantage. 

It would be a misfortune to the country and 
to the business of life insurance if your asso- 
ciation and our convention were either to 
coalesce or compete. Each performs invalu- 
able service for each policyholder in America, 
for each company engaged in the business of 
life underwriting, for the public and for every 
man who acts for and with the policyholder in 
bringing the protection of the company to the 
beneficiary named in a policy. United we are, 
where union furthers achievement, but sepa- 
rately we each go forward in the helpful field 
where our direct choice has marked our duty. 

I trust the fellowship now existing between 
our two organizations may develop between our 
individual members a degree of consideration 
each for the rights of all which shall ultimately 
wipe out that closet skeleton of ancient bar- 
barism which some years ago made Ishmaelites 
of executives and agents of life insurance where 
they should have been and should be co-workers 
in a common endeavor. 

Coming as I do from the Middle West I bring 
a message of promise, for hard as times have 
been for two years, the bright lights of hope 
are appearing here and there. Readjustment 
after a great war is ever a tremendous under- 
taking. It has cost America much and cost the 
world more. But America can and will meet 
every situation bravely and conquer all fear 
for the future. When confidence returns and 
opportunity replaces discouragement, the splen- 
did yeomanry of this blessed land will soon for- 
eet the depressing months through which we 
have lately struggled. 

Again the sunshine of prosperity will be ours 
but whether it be prosperity or depression time 
has shown that life insurance is the shock ab- 
sorber of private business and the protector of 
those threatened with danger. 

Gentlemen, I am not unmindful of the com- 
pliment you have tendered me in calling me 
to this platform. I appreciate the courtesy and 
for myself and for the American Life Conven- 
tion thank you most sincerely and congratulate 
you upon so successful a meeting and a most 
excellent program. 


C. H. Anderson Becomes Agency Manager 
C. Hubert Anderson been appointed 
agency manager of the ordinary department 


has 


with the American National Insurance Com- 
pany of Galveston, Tex., effective December 
I, 1922. 


Mr. Anderson has been formerly connected 
with other companies in a varied field and 
office experience, having recently been with the 
Fidelity Mutual and located in Fort Madison, 
Ta. 


If ©: 


F. L. ALLEN ADDRESSES 
LIFE PRESIDENTS 


Says Kinship Between Law and In- 
surance Exists by Analogy 


TRACES HISTORY OF INSURANCE 
COMPANIES 


Mutual Life General Solicitor Tells Con- 
vention That Justice, Honesty and 
Good Faith Are Needed To-day 
Choosing as his subject “The Kinship of Law 
and Insurance,”’ General Solicitor Frederick L. 
Allen of the Mutual Life Insurance Company, 
New York, addressed the sixteenth annual 
convention of the Association of Life Insur- 
ance Presidents at the Hotel Astor last Fri- 
day. Covering the points at which insurance 
and law touch, the speaker brought out the 
importance and the necessity for insurance as 
well as for the existence of legislation and 
gave his hearers a comprehensive view of the 
situation between the two. Mr. Allen devoted 
some time to a rehearsal of the kinship which 
he felt existed in insurance as coupled with the 
practice of the law and stressed the fact that 
neither the law nor insurance were arbitrarily 
instituted but were the natural outcome of 
man’s mental and community growth. In re- 

ferring to this relationship he said: 

In addition to strict kinship as defined by law, 
there are relationships recognized, by usage, 
as kinships, which, if not as directly intimate, 
are fully as important and influential in our 
personal, social, political and governmental rela- 
tions. The kinship which we are invited to 
consider, I feel at liberty to conclude, is that 
wider and more comprehensive relationship that 
may be more accurately defined by the word 
“analogy.” 

These institutions (law and insurance) did 
not come into being at once as the fiat or the 
say-so of king or potentate or governmental 
authority; they are the outgrowth of man’s 
needs and desires and are the expression of 
man’s experience through the ages. 

From a consideration of the harmonious rela- 
tionship between law and insurance the speaker 
went on to a chronicle of the history of insur- 
ance itself, briefly relating its appearance and 
development and saying that it was in Lloyd’s 
Coffee House that insurance received its first 
real impetus. Said Mr. Allen: 

Man’s experience, guided by his desire and 
need for protection, has brought about the ap- 
plication of the protective principle to an end- 
less variety of conditions and relations, born 
cf the increasing complexities of modern 
civilization. So we have insurance cover- 
ing almost every conceivable contingency, 
safeguarded and made legitimate by law and 
statutory provisions. And so it was that for 
the protection of the merchandise of seafaring 
merchants, and marine carriers, as well as for 
their ransom if captured by enemies, that mer- 
chants, and underwriters, were accustomed to 
gather in that historic London Coffee house 
known as Lloyd’s, as far back as 1688, and 
there underwrote the risks. 


Companies ArE WEALTHY 
Insurance companies, the speaker went on to 
relate, controlled enormous wealth which is not 
for themselves alone but is in reality a public 
wealth “held as security for obligations and for 
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rycmises made. The accumulation of these 
° . . 

creat sums of money Is a form of economic in- 
dependence on the part of the insured which 
encourages savings and a spirit of temperate 
ving, at the same time making wealth available 
for the commerce of the world. In speaking of 
the vast amounts handled by insurance com- 
panies. Mr. Allen gave the following lists of 

‘oyres in support of his claims: 

During the year ending December 31, 1921, 
the life insurance companies of this country 
yaid in death claims, endowments and annuities 
ond other ‘payments to policyholders, the sum 
of $839,067,.405. During the ten-year period 
ending December 31, 1921, the total of such 
payments amounted to the enormous sum of 
$6,153,898,493. During the same ten-year period 
the assets of all companies doing business in 
this country increased from $4,164,491,688 to 
$7,936,496,844. 

LAW AND INSURANCE GIVE PROTECTION 

The General Solicitor of the Mutual Life 
told the assembled presidents that there was a 
great similarity in the goal toward which law 
and insurance were striving. The originating 
purpose of both were the same and the same 
end was achieved in that each protects the home 
life of the nation. Life insurance and good 
eovernment go hand in hand, said Mr. 
Allen in his summary, and the one is a neces- 
sary supplement to the other. Pleading for a 
revival of that strict respect for law and order 
which existed prior to the late war and which 
actuated the deeds of the men and women who 
established this nation, Mr. Allen closed his 
address by saying: 

What we need to-day is a revival of that 
sentiment for law and orderliness which makes 
for security and stability; a renewal of that 
American spirit which inspired the Fathers of 
the Republic; a fresh realization of the neces- 
sity for the application of our social and in- 
dustrial relations of those fundamental truths 
and basic principles of justice and equity, hon- 
esty and good faith, a clear and renewed rec- 
cgnition that it is these truths and principles 
which, put into orderly practice, are the only 
sure means of providing protection to the in- 
dividual, to the home and to the State. 


Missouri State Life Corporation Policy 

The Missouri State Life has recently issued 
anew form of policy, specially designed to 
furnish directly and adequately a form of in- 
surance under which a corporation is a true 
purchaser, owner and beneficiary of insurance 
on the life of one of its officers. Policies issued 
on the application of the corporation give the 
corporation sole right to assign the policy, to 
make loans, to elect options, or to surrender 
for cash without the consent of the insured. 
This differs from the most common form of 
policy wherein these rights are possessed either 
by the insured or exercised only with his con- 
sent, All insurance issued under this policy 
form must be duly authorized by the board of 
directors of the corporation, and a certified 
copy filed with the Missouri State Life Insur- 
ance Company. 





i What One Subscriber Thinks 
The best insurance paper in America.”— 
E. D. Hunter, M.D., Norfolk, Va. 


HEAR A. O. ELIASON 


Head of Underwriters’ Organization 
Pleads for Continued Support 


SAYS COMPANIES ARE DEPENDENT ON 
AGENTS 


Tells Life Presidents Purposes of Both 
Associations Are Identical and 
Supplementary 
A. O. Eliason of the National As- 
Life Underwriters addressed the 
convention of the Association of Life Insur- 
ance Presidents at the Hotel Astor, New York, 
on last Friday morning and spoke of the neces- 
sity for complete co-operation between the two 
organizations in their service to the public and 
in the conduct of their Speaking 
briefly but very much to the point, Mr. Eliason 
first extended the greetings of his association to 


President 
seciation of 


business. 


the assembly and then went on to show the 
identity between the work of the insurance 
company and that of its agents. He recognized 
the fact, said the speaker, that the underwriters 
were indebted to their companies for the oppor- 
tunities afforded them and that, conversely, the 
companies were dependent on their agents for 
the writing of insurance. The Life Under- 
writers’ president said that his organization was 
endeavoring to include in its membership every 
underwriter in the country who deserved rec- 
ognition and who abided by correct standards 
in his work. Said Mr. Eliason in defining the 
aims of the Underwriters Association: 

“The aims and purposes of our organization 
are two-fold: First, self-improvement through 
progressive education on the one hand, and sec- 
ond, the elimination of violators of the law and 
of ethical practice through the co-operation of 
the insurance departments and the restraining 
influence of public opinion. 

“We do, however, want to impress upon you 
the fact that the aims and purposes of your 
organization and ours are identical—the better- 
ment of life insurance service—and in order 
that we in the field end of this partnership may 
be able to render the best possible service to the 
public, it is necessary for our organization to 
grow and grow and grow, up to the point 
where we may confidently assert that we are 
truly a representative body.” 

The speaker went on to a discussion of the 
methods whereby the co-operation between the 
Life Presidents Association and the great body 
cf underwriters could best be achieved and said 
that the institution of such methods could safely 
be left to the insurance companies as being the 
ones whose interests are served and who profit 
most by the efforts of the agents throughout 
the country. One of the drawbacks which had 
to be met and overcome, said Mr. Eliason, was 
a lack of enthusiasm on the part of some agents 
concerning the value of the Underwriters Asso- 
ciation, though, he added, this was most often 
due to an absence of knowledge on the subject 
rather than to a reluctance to take part in the 
furtherance of the common good. The closing 
remarks of the president of the National Asso- 
ciation of Life Underwriters urged upon the 


13 


convention the necessity for continuing the co- 
operation which exists between the insurance 
companies and their agents and advocated the 
searching out of ways and means for making 
this co-operation more effective. 





Analyzing Life Situations for Insurance 
Needs 


Under the above title, Harper & Brothers 
have issued another volume of Harper’s Life 
Insurance Library, this one being by Griffin 
M. Lovelace, director of the Life Insurance 
Training Course and professor of Life Insur- 
ance, School of Commerce, Accounts and 
Finance, New York University. 

This book is prepared upon the basis of the 
case method of studying the needs of prospects 
and then fitting life insurance to meet those 
needs. 

The aim of the book is to empahsize the 
fact that human beings will be interested in 
a commodity or service if they can be made 
to feel that they need it for specific purposes; 
to illustrate how their individual situations may 
be analyzed and their needs discovered and 
prescribed for, and to give examples of what 
is meant by talking needs instead of talking 
policies. 

Among the subjects pictured are: A Thrift- 
less Family; A Thrifty Family; An Average 
Case; A Young Chemist Who Has No De- 
pendents; A Progressive Manufacturer, and 
The Head of a Large Family Who Has Saved 
and Lost Considerable Money. 

Among the needs which are emphasized are 
money to pay final and living expenses, to 
provide a place to live, to cover expenses of 
education, to lift the mortgage and the needs 
of a young man. 

This book is substantially bound in cloth and 
contains 220 pages, and it can be procured at 
$2.40 per copy, delivered, through The Spec- 
tator Company. ; 

Other books embraced in Harper’s Life In- 
surance Library are “The Psychology of Sell- 
ing Life Insurance,” by Dr. E. K. Strong, Jr.; 
“Selling Life Insurance,” by Dr. John A. 
Stevenson; “Meeting Objections,” by Dr. John 
A. Stevenson; “House of Protection,” by 
Griffin M. Lovelace; and three others that 
are in preparation are “Principles of Life In- 
surance,” “Functions of Life Insurance” and 


“Inheritance Tax.” e 


Insurance Progress, Methods and 
Results—A‘' New Book 


The above-named book, by Dr. Frederick L. 
Hoffman, has just been issued by The Spec- 
tator Company. In this review of the history 
and. accomplishments of life insurance and 
allied topics, Dr. Hoffman deals with the prin- 
ciples of contributionship, State control, the 
theory of risk equalization, taxation, group in- 
surance, ordinary insurance, health conserva- 
tion, health index, insurance medicine, mechani- 
cal appliances, occupational and other hazards, 
lapses in industrial insurance, women, war 
risk insurance, war experience, reading courses, 
work of the National Association of Life 
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SALESMEN WANTED! 


Reliable Men in Arizona, New Mexico and Texas 


for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. 


If You Are Already Writing Insurance Stop That 
Leak in Your Income by Placing Your Declined 


Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


KL PASO, TEXAS 


Liberal Commissions. 


Standard and Sub-Standard Risks. 


Both 

















NEW BOOK—JUST PUBLISHED 


LIFE INSURANCE PROGRESS, 
METHODS ano RESULTS — 


By Dr. Frederick L. Hoffman 


Consulting Statistician 
Prudential Insurance Company of America 
and 
Dean of Advanced Department, 
Babson Institute 





The fundamentals, evolution and practice of life 
insurance are treated in this work in an interesting 
and informative manner by Dr. Hoffman, who has 
been gathering and analyzing data pertaining to in- 
sifrance for many years under exceptionally favorable 
circumstances. In this book he deals with 


FUNDAMENTALS OF LIFE INSURANCE 
HEALTH AND INSURANCE 
THRIFT AND LAPSES 
SOCIAL INSURANCE AND WAR RISKS 
INSURANCE EDUCATION 
FAMILY BUDGETS 
NATIONAL ASPECTS OF .INSURANCE 


Under each of the above general titles, there are numerous 
sub-divisions, and the book merits a place in every insurance 
library. 

PRICE, in cloth binding, $2.00. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 


PUBLISHERS 
135 William Street 


Chicago Office 
New York 


Insurance Exchange 
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Underwriters, plan of the Mutual Benefit, 
economic conditions and their relation to in- 
garance, and life insurance as a public institu- 
tion. 

The chapter titles of this book are as fol- 
lows: Fundamentals of Life Insurance; Thrift 
and Lapses; Social Insurance and War Risks; 
Insurance Education; Family Budgets, and 
National Aspects of Insurance. 

The reader of Dr. Hoffman’s work will gain 
, wide view of the scope and publication of 
the life insurance idea, and can hardly fail to 
have his vision broadened as to this great bene- 
‘ence. The price of this work is $2 per copy 
in cloth binding. 


INDIANAPOLIS LIFE HOLDS SEVEN- 

TEENTH ANNIVERSARY CONVENTION 

Darby A. Day and Mayor Shank Head- 
liners at Annual Banquet 


Agents from Indiana, Illinois, Texas, Michi- 
gan, Minnesota and Florida assembled at In- 
dianapolis Monday and Tuesday, December 4 
and 5, for the biggest and most inspirational 
convention in the Indianapolis Life Insurance 
Company’s history. With more than thirty- 
fve millions of insurance in force, both exec- 
utives and agents joined in justly celebrating 
this achievement. The business session of 
Monday dealt with the selection of risks, as 
viewed from both the agents’ and home office 
The agents’ duty to company and 
policyholders was set forth by Frank P. 
Manly, president. “Knowledge and Observ- 
ance of Company’s Rules” was handled by 
Edward B. Raub, vice-president and counsel. 
The “Medical Examiner's Part, Inspections and 
Risks” was taken up in detail by Dr. J. B. 
Young, medical director, and Elder A. Porter, 


angles. 


actuary. Tuesday forenoon was devoted to 
the discussion of getting business. This meet- 
ing was under the able direction of Joe C. 
Caperton, sales manager of the company. This 
dealt with planning and organizing campaigns, 
presentation of the policy in its various forms, 
closing, settlements, examinations, and delivery 
of the policy. These topics were discussed en- 
tirely by the big producers of the field staff. 
The topic of “Getting Agents” was handled 
by S. Y. Matthews of Dallas, Tex. 

One of the bright spots of the entire con- 
vention was the annual banquet tendered the 
agents, and guests at the Spink Arms hotel. 
Darby A. Day, Chicago manager of the Mutual 
Life of New York, in his forceful and ageres- 
sive way, went on record as favoring the 
monthly income form of insurance over all 
others. He literally demanded the preserva- 
tion of an insurance estate through income dis- 
tributions such as only life insurance com- 
panies can give, 

Mayor Samuel Lewis Shank of Indian- 
apolis was most entertaining in one of his 
characteristic speeches. In his — serious 
moments he emphasized the urgent need of life 
surance protection among the class of people 
who can buy but small policies, and urged the 
agents to not overlook this business. 

W. E. Eickhoff, company manager at Fort 


Wayne and representative in the State Legis- 
lature, talked on “The State and Life Insur- 


ance.” 


A. I. U. CLEARED 


Examination Accepted Despite Minority 
Report of Kansas Department 

At its meeting here last week, the conven- 
tion committee on examinatfon unanimously 
voted to receive the majority report of the 
examination of the American Insurance Union, 
a fraternal insurance company of Columbus, 
Ohio, and not to receive the minority filed by 
the Kansas examiners. W. K. Herndon, 
representing the Kansas Insurance Depart- 
ment, was present at the hearing, which was 
an executive session, and is understood to have 
testified that in filing the supplemental report 
that he and his associate, E. A. Fritz, were 
acting under instructions from Superintendent 
Travis. 

The American Insurance Union is the only 
company, so far as is known, which will de- 
cline to issue insurance on the life of a person 
unable: to read and write. President Lentz, 
who was in New York last week, was formerly 
a member of Congress from Ohio, and is an 


ardent believer in education. 


MINNESOTA MUTUAL HONORS 
PRESIDENT 


Inaugurates ‘‘Randall Month” as Mark of 
Esteem 

Unique idea is typified in the testimonial 
given by the Minnesota Mutual Life Insurance 
Company, St. Paul, to its president, E. W. 
Randall. The occasion is the celebration of 
the president’s sixty-fourth birthday, which 
occurs on January I, 1923, and which is also 
the anniversary of his election to the presidency 
of the Mutual Life. Mr. Randall has occupied 
his present position for fifteen years, and his 
record is written in the growth of the com- 
pany. In order to mark their appreciation of 
the man himself and the work he has accom- 
plished, the agents of the Minnesota Mutual 
have designated December as “Randall Month” 
and have adopted the slogan of “Say it with 
Applications.” 

A booklet has been prepared and sent out to 
the company’s agents, in which the letters of 
Mr. Randall’s name, as he signs it, are en- 
graved on a series of nine application blanks 
for the writing of insurance policies. The 
figure of $4,000,000 has been set as the quota 
tor the month, the applications to be pre- 
sented to the company’s president on the day 
of the celebration. Autographed copies of Mr. 
Randall’s photograph are to be distributed to 
those who qualify by filling in the nine applica- 
tion blanks. During November, 1922, the vol- 
ume of business written by the company ex- 
ceeded that written in the same month of 1921 
by 200 per cent, and it is expected that Decem- 
ber, “Randall Month,” will be the greatest 
month in the company’s history. 


CARRY A MILLION OF LIFE 
INSURANCE 


List of Persons Who Hold Policies for 
Over That Sum Aggregate Fifty-eight 
Fifty-six men and two women carry life in- 

surance of $1,000,000 or more, and the aggre- 

gate reaches $88,485,000, according to figures 
compiled by the World yesterday. Interest in 
large life insurance policies was rekindled 

Thursday when James C. Penney of this city 

became third among high policyholders, with 

$3,000,000. The list of highly insured persons 
follows, the policyholder living in New York 
unless otherwise stated: 


FN A ee ee eee a eer $5,000,000 
Rodiitam Wanataiee sicccccccccccedecawacs 4,500,000 
Pierre du Pont, Wilmitigion. ... «<<. <..c«6s<- 4,000,000 
Jamies Co VeMnes cin nccccecscnescuvesuaces 3,000,000 
John Wanamaker 2.2.2 sc ccccccdccccsceses 3,000,000 
Pever A. “ROeNGIGUee ase ds.ciccoatvadcectaune 3,000,000 
hee hy RNB eas ov eeueea ene ngs acuwe 2,500,000 
B. BE. Bensmges, Chieagee. .2 <0 cccccocsicaes 2,500,000 
Henry D. Davidson, Chicago. .... 2.2.60 2,500,000 
Wrilheans Be Cele. ccc cn cecscracanvasecnees 2,000,000 
Arthur Letts, Los Angeles... 22206. s006- 2,000,000 
Julius Rosenwald, Chicago............++-. 2,000,000 
Jol NN. Willys, Bledtis «.<.ccccs cc ccecees 1,800,000 
Louis F. Swilt, CRitagiisea co ccceccusisceces 1,800,000 
Harold C. Keith, Brockton, Mass.......... 1,500,000 


1,500,000 
1,500,000 
1,500,000 
1,500,000 


James C. Colgatl@ 5 ..ccs cacics acdenqentaese 
Mostumier Davis. c6.606 3 cst sascvscucseacan 
Bdaar EL. Maistomh. 6 occe exe ccnsesocsseus ce 
Whilltats ZeIMOY <..bncce akc nnsatnd cgmncen 


Gimbel Brothers, Philadelphia............ 1,500,000 
Mrs. Charles Netcher, Chicago...........-. 1,500,000 
Edwin F. Greene, Boston............++00+ 1,300,000 
H. M. Byllesby, Chicago...........--ceee 1,250,000 
H. L.. Arnold, Los Angeles. < «0:60:50 cccwes 1,200,000 
Robert: SWGAS ccc cdccnvedcsusecceucneees 1,200,000 
Gearaeb. StGtO sa cnc eccdacccccesmeaet 1,200,000 
Frank A. Vanderlip......:..+.seeeeeeeees 1,130,000 

1,650,000 


Joseph P. Day. << ce ccscccccescescccsesmes 


C. S. Mott, Detroit ... sc ccccccsewesccnces 1,010,000 


1,000,000 


Fred F. Brewster, New Haven..........-. 

Fred 0). DGGE oc ccncsdccctqusvecescnwes 1,000,000 
Nicholas F. Brady 2... .ccvccessnscsncvowe 1,000,000 
Harry Dana «oc cccccsvesccccvsevcsessoes 1,000,000 
BM. Fr. Fie akc cc ccccesntccwdscewaseaes 1,000,000 
Douglas Fairbanks, Los Angeles..........- 1,000,000 
Mary Pickford, Los Angeles............+:+ 1,000,000 


1,000,000 
1,000,000 
1,000,000 
1,000,000 
1,000,000 


Charlie Chaplin, Los Angeles...........-+- 
Horace Metcalf, Syracuse.......eeeeeeeeee 
Morris L. Clothier, Philadelphia........... 
Alba B. Johnson, Philadelphia..........--- 
J. Rogers Flannery, Pittsburgh............ 
T. A. Gillespie, Pittshuralt....<<.00«<<-<-«: 1,000,000 
John R. McCune, Pittsburgh.............- 1,000,000 
William M. Armstrong, Los Angeles....... 1,000,000 
William Wrigley, Los Angeles............ 1,000,000 
W. P. Bonbright, Chicago...........--+-+- 1,000,000 
J. W. Bettendorf, Bettendorf, Icwa........ 1,000,000 
H. C. Kahl, Davenport, Ja. *. 202.26. 1,000,000 


Tames E. Davidson, Bay City, Mich........ 1,000,000 
C. B. Hayes, Jackson, Mich.... ......---- 1,000,000 
T. F. H. Peavy, Minneapolis............+- 1,000,000 
Walter S. Dickens, Kansas City.......-.-- 1,000,000 
George Brandeis, Omaha .......+++++-+++: 1,000,000 


“1,000,000 
1,000,000 
1,000,000 
1,000,000 
1,000,000 
1,000,000 


Harvey S. Firestone, Akron.......----+-+-- 
Julius Fleischman, Cincinnati..........-- 
Charles F. Williams, Cincinnati...........- 
Fred A. Deier, Cincinnati .........-+++++: 
Tonathan Warner, Warren, O..........--: 
‘A. A. Schlesinger, Milwaukee..........-+. 


The figures are from “Prominent Patrons of 
Life Insurance,” in course of publication by 
The Spectator Publishing Company, 135 Wil- 
liam street—The New York World. 


Appoints London Representative 


The Reinsurance Company of Canada has 
appointed H. L’Estrange Malone of 50 Wat- 
ling street, London, England, its agent and 
attorney for Great Britain. Mr. Malone will 
transact a life and accident reinsurance busi- 
ness for the company. 


Sidney A. Foster, secretary of the Royal 
Union Mutual Life of Des Moines, has been 
fighting taxation of life insurance for years. 
He has issued a bulletin in which he calls such 
taxation, based upon the foundation for estates 
of widows and orphans an outrage. 
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LIFE AGENTS BRIEF 





AOOWOLZ> IL HnHazmap 





SMAQOUV SWM<S Weary 


CONTAINS RATES. DIVIDENDS, NET COST, DE- 
FERRED DIVIDENDS, CASH SURRENDER VALUES 
AND OTHER INFORMATION REGARDING PRINCI- 
PAL FORMS OF POLICIES OF NEARLY 150 LIFE 
INSURANCE COMPANIES 


WHAT LIFE OFFICIALS SAY ON THE 1922 EDITION 


“Is a source of much valuable information.” —C. E. Linz, Vice Pres. Southland Life 

“You have succeeded in getting a tremendous amount of information in this little. 
book. It will be very helpful to Life Insurance Salesmen.”—M. Rotucuitp, Presi- 
dent Sun Life. 

“T wish to compliment you upon its appearance, convenient size and shape. I 
have noted improvement from year to year.”—E. W. Hitiwec, Asst. Secretary, 
North Western National Life. 

“We have been using it for several years and 7 he it invaluable to the insurance 
man.”—J. Brennan, Supt., Life Insurance Co. of Va. 

«It is superior in on respect to previous editions and will prove of valuable aid 
to the men in the field.”—J. C. Burrrnero~ President, Guarantee Fund Life. 

“It is a mighty convenient little book containing in compact form a fund of valuable 
data — + kamal to a life insurance man.”—A. M. Jounson, President, Nat’! 
Life of U ‘ 

vi | think all of our general agents and other assistants should havea copy of this.” — 
E. W. Spicer, President, American Bankers Life. 

“It is certainly a wonderfully complete publication ”—Artuur F. Haut, Vice 

resident, Lincoln National Life. 

“This little book seems to be complete in every detail and carries information which 
will be of value to agents generally.”—C. W. Gotp, Treasurer, Jefferson Standard 
Life. 

“Is an indispensable reference book for the Life Insurance man.”—D. G. C, S1n- 
Lcatr, Manager, Metropolitan Life. 

“Is a publication which will not only be useful to agents but to all actuaries and 
home office officials.» Henry Morr, Second Vice President, Home Life. 

“The additional data coupled with reduced width and thickness makes it in my 
opinion more valuable than any of the pers editions and this feature makes it 
especially attractive to field men.” —W. L. T. Rocerson, Vice President, Life Insur- 
ance Co. of Va. 

“The manual is complete and any one seeking insurance data ought to have no 
> Saeed finding it in this little manual.” —E. G. Smauons, Vice Pres., Pan-American 

tfe 

“It has so many good features it is almost impossible to put one’s finger on the 
most valuable one.”—J. J. Mortarty, Second Vice President, Missourt State Life. 

“It is a very compact little booklet and should be of considerable value for refer 

ence purposes to the men in the field.”—-T. L. Hansen, Vice Pres., Guardian Life. 

“It strikes me that it is “multum in parvo” so far as an agents equipment is con- 
cerned, and we shall vote the Life Agents’ Brief, the premier serviceable agency en- 
cyclopedia.’ *—J. M. McGinnis, President, Eureka Life. 

“All live men in this line of business aon have a copy of this little book for I am 
sure it would help any man to succeed.” —E. W. McCain, Superintendent, Life and 
Casuaty Insurance Co. of Tenn. 





Flexible binding, India bible paper, 508 pages; size 
2%x6x \%. Price $2.00; reduced prices in quantities. 
ORDER NOW. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 








THE 


Eureka Life Insurance Co. 


OF 
BALTIMORE, MARYLAND 


Issues all modern forms of Life Insurance 
Policies in amounts from $6.00 to $500.00 on 
the Industrial Plan and from $500.00 to 
$50,000 on the Ordinary Plan. 


The EUREKA LIFE is a regular old line 
legal reserve stock life insurance com- 


pany, incorporated in 1882, and is this year 
celebrating its FORTIETH ANNIVERSARY, 


J. C. Maginnis, President 
J. Barry Mahool, First Vice-President 
Edw. Plummer, Second Vice-President 
Josh. N. Warfield, Secretary and Treasurer 
J. Howard Iglehart, Medical Director 
Edward Novak, Associate Medical Director 
A. V. Weaver, Asst. Secretary and Treasurer 
Cc. O. Hall, Auditor 
Julius H. Wyman, Counsel 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE $3 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 
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Mortgage Loans and Interest Receipts of 
Life Insurance Companies 

Herewith is presented a table dealing with 
he assets and mortgage loans, together with 
interests earnings and percentages for the year 
ending December 31, 1921 of fifty-four of the 
larger life insurance companies. The thort- 
loans are segregated into farm mort- 
gages and mortgages on other properties. 

It is to be observed that mortgage loans con- 
stitute 33-72 per cent of the total admitted as- 
sets of these companies, one- 
third. Of these mortgage loans 50.43 pet 
approximately one-half, are secured by farm 
properties, and 49.57 per cent on other proper- 
ties. The rate of interest received on mean 
mortgage loans, 5.29 per cent, is almost identical 
with the rate of interest earned on mean in- 
vested funds, 5.28 per cent. In determining 
these rates, interest received is taken as interest 
on mean mortgage loans, while interest earned, 
that is, interest received plus increase in un- 
is taken as interest on mean 


gase 


or practically 
Fr CENnt, 


collected interest, 
invested funds. 


In the Life, Casualty and Miscellaneous Vol- 


there are presented as innovations in the Com- 
pendium section, two valuable tables of this 
nature. One is a detailed classification of bonds 
and stocks owned by life insurance companies, 
with a segregation of the bonds. 
Death of John Wanamaker 

John Wanamaker of Philadelphia, the well- 
known merchant and 
eral, died on Tuesday last at the age of eighty- 
four. Mr. Wanamaker long enjoyed the dis- 
tinction of being the most heavily insured man, 
in the 


former postmaster-gen- 


so far life insurance is concerned, 
United States, and is understood to have 
over $3,000,000 of life insurance in force at the 
distributed among numerous 


son of John 


as 


had 


time of his death, 


companies. Rodman Wanamaker, 


\Vanamaker, is reported to be carrying about 
$4,500,000 of life insurance. 
John Wanamaker was one of the earliest 


among the business men of the country to recog- 
nize the value of life insurance. He took out 
his first large amount of insurance, some $1,- 
500,000, about thirty-three at that 
time stating to a representative of THE SPECTA- 


years ago, 





enterprises, notwithstanding the use of the 
greatest care and judgment, there is always an 
element of uncertainty in such operations. He 
therefore deemed it wise to protect his family 
against the chance of his death by means of 
life insurance. He then said that because he 
considered it prudent, safe and desirable as an 
investment, he had put his money very largely 
into life insurance. 


Eight Chicagoans Are Insured for Million 
or Over 
The Spectator Company, New York and Chi- 
cago, gives figures showing that fifty-six men 
and two women carry life insurance of one mil- 
lion or more. Adolph Zukor heads the list with 
$5,000,000. Then comes Rodman Wanamaker 
with $4,500,000, and Pierre DuPont with $4,000,- 
oco. Chicagoans in the list follow: B. E. 
Bensinger, $2,500,000; Henry B. Davidson, 
$2,500,000; Julius Rosenwald, $2,000,000; Louis 
F. Swift, $1,800,000; Mrs. Charles Netcher, 
$1,500,000; H. M. Byllesby, $1,250,000; W. P. 
Bonbright, $1,000,000; Marshall Field, $1,040,- 
300. Mary Pickford’s total is $1,000,000.—Chi- 
cago Herald and Examiner. 



































ume of The Insurance Year Book for 1922, ror that he realized that, being engaged in large 
eel MORTGAGE LOANS AND INTEREST | RECEIPTS OF LIFE INSURANCE COMPANIES 
ad | | | | | 
| | | Rate of | Rate of 
| | Per Cent Total Per Cent | Interest | Interest 
NAME OF COMPANY | Total Total | Per Cent Total | to Total Mortgages | to Total Interest on Received Earned 
Admitted | Mortgage | to | Farm | Mortgage on Other Mortgage Mortgage on Mean | on Mean 
Assets | Loans | Assets | Mortgages | Loans Properties Loans Loans Mortgage | Invested 
| Loans Funds 
[oe $ $ Jes. I $ | % | % $ | %, | om 
RERRID TRE Sh bot os ace eee Bat | 191,718,046 72,063,061] 37.59 70,376,567; 97.66 | 1,686,495 2.34 3 658, 767; 5.30 | 5.66 
American Central. Rr ety | 8,606,412 5,009,586! 58.20 | 4,412 386| 88.08 | 597,200 11.92 1,803) 5.92 6.59 
Dankets Ele Vas. ©... os: os cae ce cuenes 50,251,811) 40,725,759| 81.05 | 37,339,691| 91.68 | 3,386,068 8.32 2 069; 515 5.35 | 5.61 
WMPESNIREUES oc: cou cass acu notes cs 30,351,611) 8,432,400} 27.78 | 115,650] 1.36 | 8,316,750] 98.64 5.32 | 5.32 
ROR T  acsicnbis vo acdc ew | 5,868,377 | 3,626,592; 61.80 | —...... me 3,626,592} 100.00 | 193,592 5.80 | 5.46, 
Columbian National......... 22,061,788) 3,780,830 17.14 | 1,743, 305} 46.12 2 037,525 53.88 171,689 5.33 | 5.67 
Connecticut General..............+--- 37,481,515) 18,697,679} 49.88 | 18,098,119} 96.81 | 599,560 3.19 | $27,142) 4.88 5.69 
Connecticut Mutual.................. 96,204,771 38,489,354, 40.00 37,638,184 97.79 | 851,171 2.21 | 2,005, ‘0 5.29 5.36, 
Ratitable Gite, No Vic. ow es cence 655,301,018} 154,033,030} 23.51 | 52,725,368; 34.23 | 101,307,662) 65.77 | 6,783,107 4.83 4.95 
Farmers and PRIAUGES.. oss ddavaa duo ees ; 1,058, 396) 764,226 72.22 324,759 | 42.50 | — 57.50 | 33,008) 5.03 5.69 
ideli Bi pce Be casks 4 Sane | 47,510,589) 17,908,071} 37.70 6,233,279| 34.81 | 11,674,292; 65.19 | 969,005) 5.70 | 5. 
et 7 RE seth So ace DET 13,263,529) 7,544,666] 56.89 6.961.816] 92.28 | 582,850} 7.72 | "390,140 5.35 | 5. 
Gita: 5 co enon ch oned neers 41,152,050 19,333,462} 46.98 | ...... oH 19,333,462} 100.00 | 986,787) 4.21 | 5. 
HRM HOON Mocs ce sc oc ayes von | 43,222 328 8,230,745 19.05 | ....... | 8,230,745} 100.00 | 427,764 5.41 | 5. 
International... .............-0e- 0s 0s 17,819,465 8,664,960] 48.63 | 7,628,476] 88.04 1,036,484] 11.96 | 431,137} 5.24 | 6 
Jefferson Standard..............-. ae 10,016,992/ 58.51 3'883,267| 38.76 6,133,725] 61.24 487,296) 5.35 | 6.0 
Kansas City Life...... 22,010,868 14,031,499} 63.74 11,914,018} 84.91 2,117,481} 15.09 743,070 5.71 | 5.6 
Wie les Od OF Var... caegics ese 28,308,449 22,073,672} 77.97 8,251,659] 37.38 13,822,013} 62.62 1,184,078 5.83 | 5. 
Lincoln National. ...........+..+-- 12/804,079 9,123,380} 71.25 5,892,475| 64.58 3,230,905] 35.42 425,622 5.26 | 5. 
VO EatEnO i. ck ccd cena nots 239,693,371) 125,763,854] 52.47 116,820,254] 92.90 8,943,600 7.10 6,318,739 5.34 | 5 
Manhattan Wate es 205.0 code 24iee sa oe 19,818,205! 6,586,786} 33.24 91,438 1.38 6,495,348] 98.62 344,879 5.46 6.18: 
Matyland Asstirauce. .....<...000 00s beens | CW) aera ae el © Me Coe marae eee eee nets eee 22 
Massachusetts Mutual. ... . pare! 147,090,913 50,412,804, 34.28 | ......%. a 50,412,804] 100.00 2,566,565 5.40 4.97 
fs rae lg sete ORS 1,115'583'025|  454'517'999| 40.74 84,160,003] 18152 370,357,905| 81.48 21/294984| 524 5.46 
17 SCTE CT aa 33,844,503 22,306,753| 65.92 19,234,747; 86.22 3,072,006} 13.78 1,168,270 5.62 | 6.42 
po a joo.ag0'101| 123,735,785 40738 | © 118,410,503] 05170 | 5,316,108] 4°50 616,008) 5li6 | | 53 
OS a an ee err 306, i 23,735,785 P ,419,5¢ 5. 5, 3 .30 16 | 5.21 
Mutual Lite N ARE NEE AA tee 677,505,499 111,760,866, 16.50 | 46,350 05 | 111,714,516] 99.95 5 642,907 5.22 | 4.82 
National Life of. U.S. A... ..0. 06.0000] 21,468,853) 8,159,027/ 38.01 6,678,899] 81.86 | 1,480,128) 18.14 414,456 5.18 | 4.55 
MI Wiis ns cov snees sctnars 79,756,969) 35,567,514) 44.60 | 34,693,177; 97.55 | 874,337 2.45 1,900,502 5.43 | 5.40 
| pone . r } Peer 
New England Mutual................. 116,208,826 QP 5SS0SS) 1944 |. ncucncs. aren! 22,588,183] 100.00 1,071,786 5.09 | 5.17 
a Vek ine —_ é aes Pen | 952'632'139 | 183,722,806 19.29 | 52,313,917 28.47 | 131,408,889} 71.53 9,127,538 5.24 | 5.07 
PAP ANG oes care ceicsenPaaina Roe decnk« | 2,008,019 303008 915.08 | dinccac: ee 303,023] 100.00 20,822 6.36 | 4.36 
Northwestern National............-.++ | 12,450,925 8,211,902} 65.96 | 7,624,002} 92.84 | 587,900 7.16 349,236 4.55 | 5.36 
Northwestern Mutual................- 507 ,085,694| 224 503,562 44.28 | 155,524,371 69.27 | 68,979,185 30. 73 11,575,945 5.30 | 5. 26. 
Pacific Mutual. . Reem ose 65,199,251 24,019,443} 36.84 | 7,648,630} 31.85 16,370,813 68.15 | 1,531,702 6.40 | 6.12 
Pan-American. Ruch a mihi ree | 10,000,680) 5,835,968] 58.36 3,986,045} 68.31 | 1,849,923 31.69 | 358,379 6.46 | 6.01 
MG WERE yc cc wstacnedie vy ne Se wR 233,985,548} 89,193,597, 38.12 | 23,094,198} 25.89 | 66,099,399; 74.11 | 4,841,991 564 | 5 38 
PMOGTINUTNAN ccc ec caes cass senna | 62,687 601) 34,025,893} 54 28 | 30,795,543 90.51 3,230,350 9.49 | 1,720,398 5.26 | 5.68 
il i i i eae Rete 10,272" 978) 3,178,440, 30.05 | —.....e. ae 3,178,440} | 100.00 | 83,012) 3.71 | 5.51 
es | . ‘ . 2 
Provident L, PRiUN oie 0c dsconieetx | 128,399,518) 22,042,101 17.2 | 12,298,421; 55.79 9,743, 680| 44.21 | 1,185,106 5.46 | 5.53 
Prudential. ~ ba : — ci temeceseoeh ciSemee "9.24 258:732,151| 32.77 | 141,818,479) 54.81 116,913,672| 45.19 | 11,793,404 5.16 | 5.28 
plete EAE 5 lonsescax eects aaron ues 17:949,622| 1,220,747 6.80 | 628,697; 51.50 92105 48.50 65,241 5.76 | 5.33 
Security Mutual, N.Y... 6.26. .eec ese | 12,156,129) 4,213,541, 34.66 | 2,812,265) 66.75 1,401,276) 33.25 224,308) 5.57 5.10 
OREO ENON INGE oc cc icc enio ses eate woR 26,221,556 12'448,069] 47.48 8,904,430] 71.54 3,543,639] 28.46 693,352 5.82 5.94 
Southwestern Life.............s.c00e. 10,315,581 5.644.738] 54.72 | 4,821,366] 85.41 59 Besr872| 14.59 327,223 6.33 | 8.26 
RM TRE oo oc cdc be xacanteoe dine | 72,219,112) D2 306150) SOS [cee ewes Sania 22,304,150} 100.00 1,197,530 5.57 | 5.36 
eachers Insurance and Annuity....... 1,651,102) a aaihe sas eee Fm _ vanugaeal oe +i eae saa cweaeah “a | he 
FRERNELER Ty te, Seen ene ee | 219,005,682) 53,761,919 24.55 42,064,731; 78.25 697,188 21.75 sgn .2 $. 
MAO CONEEBE. 3 oe aca. baie ss Se oaeons 161,681 751) 112,469,525} 69.56 1121469525 100.00 | —.... se. sees 6,322,94 5. 6.43 
| 
LT CO a ee ee 19,020,699 705,886 3.71 2,500 .36 703,386} 99.64 33,105 4.61 4.61 
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‘It ain’t the individual, nor the army as a whole, 
But the everlastin’ teamwork of every bloomin’ soul.”’ 














TEAMWORK is the spirit of the Union Central Life Insurance Company. Each individual agent knows that 
the Company is back of him, ready to encourage and urge him onward in his work. 


Indications of Company progress during the past year are the establishment of a Service Bureau—the adoption 
of new policy contracts,—increased cash values,—and an increase in the interest rate to 5 per cent on policy pro- 


ceeds and on dividends left on deposit. 


Such progress gives two in one satisfaction,—satisfaction to policy-holders,—satisfaction to agents. 


You SERVE the Public 


You SERVE Yourself 


If You SERVE 


The Union Central Life Insurance Company 


Cincinnati, Ohio 




















PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


~ 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street 


CHICAGO, ILLINOIS 














New Disability Clause 


Two years ago this Company devised a Disability 
provision which was far in advance of any that had 
been previously contained in a life insurance policy. 
We now announce a new Disability provision. Its 
features are: 

Immediate beginning of a lifelong monthly income 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be in- 
creased 50%. 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 
100%. 

Total disability that has lasted three months will be 
assumed to be permanent. 

Waiver of premium, of course, together with full 
annual dividends and a full annual increase in cash 
surrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income 
increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life InsuranceCo. 
ot New York 


34 Nassau Street, New York 
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Prevention of Life Insurance Lapses by 
Educating the Insured 


By Joun D. SaAce, President, Union Central Life Insurance Company 


PFAXHE topic assigned to me strictly relates 
only to the education of the insured to 
prevent lapses of life insurance policies, 

bi J believe that I have permission to enlarge 
ipon this somewhat. There is implied in the 
s biect of this paper, taken in connection with 
ihe general subject of the meeting, the thought 
What a lapsed or surrendered policy involves 
te. Inasmuch as this has been questioned, 
it us ask whether it is so. 
» From the point of view of the company, is a 
lapse or a surrender waste? The more or less 
general idea in years past was that the compa- 
made their profits from lapsed and surren- 
de ed policies. Whether or not that was true 
ii whole or in part, it is not true to-day. 
‘It may be stated that if the companies do not 
oft from lapses, at least they do not lose; 
hat the surrender charge exacted prevents a 
Noss and enables the company to replace the 
Mapsed policy with another at no additional cost: 
, that the surrender charge contributes to sur- 
the amount which the policy would have 

Montributed had it been kept in force for years. 

‘That is true. provided the surrender charge is 

adequate, but pessibly it is competition, or a 

ut W Viewpoint, which now has prompted many 

Pcompanies to grant the full legal reserve as a 

Nsurrender value as early as the third, fourth or 

Mfifth policy years. In such cases it is a de- 

Mbatable question whether the surrender charge 

r to that time is adequate and whether a 
cy surrendered for the full reserve in the 
d, fourth or fifth year even has paid its way. 

a It is apparent, however, that a lapse is waste 

“from the standpoint of the company, if we look 

sat it from other angles. Let 

Pcompany just established. In what position 

pWould it find itself if all of its new business 

; itten in the first year lapsed at the end of the 

Pear, or even at the end of the second or third 

pear? =It would be like a man rowing up- 

am who is carried back by the current to 
his starting point after each stroke. Although 
this is an extreme case, yet it suggests the con- 

tition of the company which loses each year a 

p latge percentage of the new business of the 

PMevious year. 

There are also broader aspects of this ques- 

It is short-sighted for an insurance com- 


us consider a 


Address before the sixteenth annual meeting of the 
pociation of Life Insurance Presidents, Hotel Astor, 
York, December 8, 


pany, a bank or other institution to lose its 


friends. Public loss of confidence in the busi- 
ness is almost sure to follow when large num- 
bers of men allow their policies to lapse. 

Also it may be said that a life insurance com- 
pany has a duty to perform to the public and 
to its policyholders in bringing home to them 
their need of insurance protection and _ their 
folly in allowing their policies to lapse. The 
principle of “my brother's keeper” is well es- 
tablished. 

ARE WASTE? 


LAPSES OR SURRENDERS 


Now let us consider whether from the point 
of view of the agent a lapse or surrender is 
Decidedly, yes—a lapsed policy usually 
means a friend lost. The agent reasons that 
there are plenty of others and that it is more 


waste. 


profitable to spend time on prospects for new 
insurance, sometimes little realizing that his 
policyholders are frequently his best prospects. 
The agent's shortest route to a comfortable in- 
come is to retain his old business while he is 
producing also a substantial income from new 
business. 

Now from the viewpoint of the policyholder 
is a lapse or surrender waste? The answer is, 


yes. The obvious case is that of the man 
who allows his policy to lapse and dies before 
his good intention to revive it has materialized. 
A careful estimate has been made from the 
policies which lapsed without value, and it is 
safe to say that in the twelve months following 
the lapses of 1921, wives and children and other 
beneficiaries lost over $8,000,000 on the death 
of husbands and fathers. This amount would 
be largely increased if we took into account 
the losses following surrenders where some 
value was allowed. 

Then there is waste after a lapse when the 
former policyholder learns to his dismay that 
no longer is he insurable. And there is waste 
when the policyholder pays, we will say, $250 
for one year on an ordinary life policy and al- 
lows it to lapse, when he could have purchased 
the same protection for one year for $130 on the 
term plan. 

During the early policy years when there is no 
surrender value available, or a surrender value 
from which a surrender charge has been de- 
ducted, the policyholder sustains a tangible loss 
when he gives up his policy, even if he again 
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insures within a year. He reasons it out in this 
way, for example: 
$10,000 at a premium of $350. 


now and I will let my policy go, but in six 


He says, “I insured for 
I have no money 


months I will insure again and the premium 
will be only a trifle higher, namely, $364.” If 
he takes the time to make a careful calculation 
at an average age based on actual premiums, 
surrender values and dividends, he finds that the 
second policy issued at only one age older, in 
event of surrender at the end of fifteen years 
from the original date, has cost $251 more than 
the first would have cost, not allowing for in- 
terest, and at the end of twenty years the dif- 
ference would have been $421. 

It is now apparent that it is the policyholder 
who suffers the greatest waste when a policy is 
allowed to lapse; secondly, the agent; and lastly, 
the company. 


CoMPARISON oF New Business With Lapses 


Chart 6 is most interesting. Its ratios were 
derived from data in the Life Insurance Com- 
pendium, published by The Spectator Company. 
For the twenty-year period from IgoI to 1921, 
in line A, the new business written compared 
with mean insurance in force is traced. In line 
B the lapses and surrenders are shown com- 
pared also with mean insurance in force. In 
almost all instances in years in which the lapses 
and surrenders increased, the new business de- 
creased and vice versa. It will be interesting 
to students of life insurance and of financial 
and economic conditions to ascertain the reason 
for the decline in lapses in 1907 while new 
business was continuing the decrease which be- 
ean in 1903, and the reason why the lines A and 
} run parallel from 1906 to 1908. The decline 
in new business and the increase in lapses in 
insurance in 1914 prior to the opening of the 
European war are of much interest, as well as 
the experience during the years when the 
United States began to grow rich as a result 
of the war. 

It is a significant fact worthy of much thought 
that the insurance surrendered for cash with 
a policy loan outstanding is more than double 
the amount of insurance surrendered for cash 
where there was no policy loan, and far in ex- 
cess of the amounts surrendered or exchanged 
for paid-up or extended insurance. It may be 
argued that those who surrendered their policies 
for cash with a policy loan outstanding did bet- 
ter than those who surrendered for cash with- 
out attempting first to get along with borrowing 
on their policies. 

An impressive idea of the waste may be had 
when we see from the statistics that in the year 
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A. New Ordinary and Group Insurance written and Paid-for by all 
American Life Insurance Companies compared with Mean Insurance 
in force, derived from figures taken from the Compendium of Official Life 
Insurance Reports” published by the Spectator Company. 


B. Ordinary and Group Insurance Lapsed and Surrendered compared with Am- 
ounts of Mean Insurance in force of al! American Companies, derived from the same surce as above 


G. New Ordinary Insurance written by 33 Companies (See Table A) 
D. Ordinary Insurance Lapsed and Surrendered in 33 Companies. (See Table A.) 
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1918 it took 30 per cent of the new business 
written to replace the business lapsed and sur- 
rendered in that year; in I919 it took I9 per 
cent; in 1920, 22 per cent; in 1921, 44 per cent, 
and in nine months of 1922, 43 per cent. 


REASONS FoR LAPSING 
It is probably not worth while to attempt to 
describe fully the well-known why 
policyholders surrender their policies or allow 


reasons 


them to lapse, but | must mention the fact that 
probably tens of thousands of policyholders 
have borrowed on their policies or surrendered 
them, or allowed them to lapse, in order to use 
the money for the purchase of automobiles or 
for investments in worthless stocks. If popular 
reports are to be trusted, policyholders in city 
and country districts in large numbers have 
given up what we know to be the safest thing in 
the world—a life insurance policy—for what we 


. 
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know to be the most unsafe thing in the world— 
a certificate of stock in some “fly by night” 
company. 

Now to discuss briefly the specific subject of 
this paper “Prevention of Life Insurance Lapses 
by Educating the Insured.” This bears directly 
on the discussion in the early part of this paper 
relative to who sustains the loss. It was shown 
that it is sustained first by the policyholder, 
second by the agent, and third by the company, 
Who will pay the cost of educating the policy- 
holder? Any expenditures for this purpose by 
the company will come eventually from the 
policyholder. It is therefore a question for in- 
suratice executives to decide how much may be 
spent within reason. 


AGENT’s Part 1N PREVENTION 

However, before discussing the companies’ 
part, let us consider how much the agent should 
spend in time, effort and money. So much 
might be written about this that I will attempt 
only to make a few suggestions. It is gener- 
ally admitted that the agent is the keystone of 
the arch of conservation. Huis opportunity and 
responsibility commence with the first solicita- 
tion of the prospect. At the beginning he must 
gain the respect and confidence of the applicant 
and must retain it when he becomes a policy- 
It is within his power, by selling the 
to a 


holder. 
insurance thoroughly and in response 
definite need, as will be mentioned later, to 
create in the mind of the prospect and of the 
policyholder an interest in, and an understand- 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- . 
ance do MORE? And WHY, should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

NEO cosa, sc: siaresacs encore areas $128 .05 
Twenty Payment Life........ $167 .10 
Twenty Year Endowment. .. .$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bldg., Concord, N. H. 


—— 

















ursday 


world— 
night” 





bject of 


Lapses 
directly 
iS paper 
s shown 
yholder, 
ompany., 
> policy- 
“pose by 
“om the 
for in- 
may be 


npanies’ 
t should 
© much 
attempt 
; gener- 
tone of 
lity and 
solicita- 
he must 
pplicant 
policy- 
ing the 
: to: “a 
iter, to 
of the 
rstand- 


ncy 


and 
tees 
any 
will 


ny 
the 


er- 
, or 
icy, 


lity 








December 14, 1922 


ino of, life insurance, which will make him a 
oO 


policyholder until death or maturity of the 


policy. 

If the agent is working for the first commis- 
sion only and has no renewal interest, the ten- 
dency may be to employ methods which will not 
result in the applicant’s becoming a permanent 
policyholder. If an agent with a renewal com- 
mission contract, whether or not he has only 
selfish motives, remembers when he receives his 
frst commission that he is saving an equal 
amount in renewal commissions for future 
vears, he will take pains to see that the applicant 
thoroughly convinced of his need for insur- 
ance, and he will keep in such close touch with 
the policyholder that his knowledge of the real 
value of insurance protection will continually 
increase. 

In the education of the insured by the com- 
pany, the part of the home office may very 
well begin as soon as the application is re- 
ceived, or certainly as soon as it is approved. 
Cards and letters of congratulation or appre- 
ciation are now used by many companies to 
effect the first direct contact with the policy- 
holder. I suggest that these be followed by an 
intensive education of the policyholder during 
the first two or three years, as we have seen 
that lapses in large numbers occur then. 


Use or Company PuRLicATIONS 

Some companies believe in the efficacy of 
company publications; others in educational cir- 
culars; others in personal letters, and others 
may believe in newspaper or magazine advertis- 
ing. Whatever the medium used, the important 
thing is to secure and retain the intelligent inter- 
est of the policyholder through information 
presented in an appealing way. 

One of the most important points is to 
strongly emphasize the essential difference be- 
tween a life insurance company and a com- 
mercial organization. The primary purpose of 
a life insurance company is to act as a co- 
operative agency to assemble the funds con- 
tributed by many, to invest them advantageously 
and to enable the many to share each other’s 
losses, whereas the primary purpose of a com- 
mercial organization is to make money. Any 
dividends to stockholders in a stock company 
are insignificant compared with the total funds 
administered. 

It is doubtless important and effective to edu- 
cate policyholders by showing them where and 
how the money they deposit is invested and 
what it accomplishes. It is well to make it 
clear how much of the money they deposit is 
held for their benefit and how much eventually 
comes back to them or their beneficiaries. Prob- 
ably it is well to suggest to their minds the 
difference between an investment in a life in- 
surance company and its security, and a specula- 
tive investment in a doubtful stock or bond 
and its insecurity. 

Psychologists advise us to avoid talking to a 
man about not permitting his policy to lapse, 
but to create in his mind the same desire, the 
same realization of need of insurance which he 
had originally. The Carnegie School of Life 
Insurance Salesmanship stresses the idea of 
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rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








satisfying a need when making a sale, and The 
National Association of Life Underwriters, in 
a report of the committee on scientific sales- 
manship, urges most strongly the recognition of 
this principle. If this most excellent recommen- 
dation is carried out, and the policy is sold with 
the conviction in the applicant’s mind that he 
really needs the insurance, it is evident that the 
important thing is to continue to bring home to 
him that need and to show him how his policy 
is supplying it. 


I UNDAMENTAL NEED OF LIFE INSURANCE 

Too little nowadays is being said about the 
fundamental need of every man for life insur- 
ance, which is its greatest appeal. It is true 
that the agent of bygone days indulged in much 
cheap sentimentality in his solicitation. The 
love of wife and children and the real purpose 
of life insurance to protect them and to protect 
for them the business or the inheritance is the 
great argument which should never be forgotten. 
There would be far fewer lapses if the same 
heart and mind appeal which induced a man to 
insure could be presented to him with equal 
force and enthusiasm as a reason for keeping 
his policy in force. 

Even after lapse occurs, it is worth while to 
educate the former policyholder, as has been 
demonstrated to be a fact in the case of at 
least one company, which has succeeded by cor- 
respondence direct from the home office in re- 
viving lapsed policies in considerable numbers. 


Various Forms oF ADVERTISING 

Just a brief reference to newspaper, maga- 
zine, or similar forms of advertising. Differ- 
ence in opinion between company executives 
doubtless will arise when we discuss the cost 
of this form of advertising as compared with 
the results accomplished and the cost of other 
methods of educating the policyholder. In the 
opinion of the writer, institutional advertising 
would be of great value. It is almost too much 
to hope that it is possible in the immediate fu- 
ture to evolve a plan which would succeed in 
securing the support of a large majority of the 
companies and at a cost which would be reason- 
able, but it is an ultimate end to be sought. 

It is not intended to give an extensive de- 
scription of ways of educating the policyholder, 
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hecause the methods of various companies have 
heen recently and exhaustively described by an- 
other organization. 

The need of educating the policyholder is 
most strikingly illustrated by the experience of 
the United States Government with its war 
risk insurance. This insurance, forty billion 
dollars in amount, was issued to four and a 
half million persons, many of them, doubtless, 
little understanding what it meant. A large 
number were not married and were young, 
strong and self-reliant. It is reported that by 
January first of this year 3,900,000, or 86 per 
cent, had allowed their policies: to lapse, involv- 
ing a waste of thirty-six and a half billion dol- 
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lars of insurance, or 91 per cent, a stupendous 
loss! 

Probably relatively few of these men knew 
that the United States Government was paying 
the administration expenses of this mammoth 
insurance company, and few had adequate ap- 
preciation of the fact that they had a wonderful 
opportunity of retaining insurance in certainly 
the safest insurance company in the world at 
very low, if not the lowest, net cost. Had it 
been possible to educate them properly during 
the war when the insurance was applied for, 
and again after the war was over, doubtless 
much of this would have been saved. 


State Life of Iowa Reinsures Mutual Life 
of Red Oak 


The State Life Insurance Company of Iowa 
has announced the completion of reinsurance 
arrangements with the Mutual Life Insurance 
Company of Red Oak, Ia., 
company has taken over the business of the 
latter. 

The State Life will now have in excess of 
$30,000,000 of insurance in force and assets in 
excess of $2,400,000. 


whereby the former 





—Dr. J. H. Smith of Petersburg, Va., agent of the 
Atlantic Life of Richmond, has been elected president 
of the Petersburg Chamber of Ccmmerce. 


THE 





Massachusetts Mutual Life 
Insurance Company 


Springfield 
Incorporated 1851 


Massachusetts 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives. 


Joseph C. Behan, Supt. of Agencies 
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WHAT YOU ARE GOING 
TO SELL 








Some Explanations and Suggestions to 
the New Agent to Enable Him to 
Start Work Quickly and 
Intelligently 





THOROUGH KNOWLEDGE NEEDED 





The Agent Must Be Familiar with the 
Information Here Given to Be 
Successful 
3y W. R. LeETCHER 
General Agent, Pacific Mutual Life Insurance 
Company 


The two kinds of life insurance in popular 
use to-day are (1) fraternal, and (2) legal re- 
serve, often called “old line.” 


FRATERNAL INSURANCE 

Fraternal insurance is issued to members of 
the various fraternal organizations which have 
insurance departments. These organizations 
are generally, ostensibly at least, founded for 
benevolent, fraternal and charitable purposes, 
etc., and therefore their insurance transactions 
are not subject to the same legal regulations 
and restrictions as those of the regular compa- 
nies are. Consequently, they are largely at 
liberty to charge whatever premiums and issue 
whatever kinds of policies they see fit—and it’s 
nobody’s business. In order to make their in- 
surance attractive and salable, their rates are 
usually much lower, at least for a while, than 
those charged by the legal reserve companies. 





Lecar RESERVE INSURANCE 

Legal reserve or “old line” insurance is issued 
by the licensed life insurance companies. The 
term legal reserve comes from the fact that 
mathematicians and actuaries have made cal- 
culations that show the exact premiums that 
must be charged for life insurance so that 
they will not have to be increased later and so 
that the companies issuing such insurance may 
do so upon an absolutely safe basis as a busi- 
ness proposition. When these premiums were 
determined the legislatures of various States 
enacted laws to the effect that life insurance 
companies must charge these rates as a mini- 
mum in order to be granted a license to do 


business in those States. To these premium 


Copyright, 1922, by W. R. Letcher, Jacksonville, Fla. 
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rates the companies add further items for ex- 
pense of doing business, etc., and the result a 
the premiums quoted in the rate books, These 
premiums so collected are put into a reserve 
fund at interest to pay off policies when they 
become due. Hence such insurance js called 
“legal reserve” or “old line” insurance. 

Everything said hereafter will be in reference 
to legal reserve insurance. 


Wuat Lire Insurance Is 

The simplest definition of life insurance is 
that it is the purchase by the policyholder of $0 
much money for future delivery, the payments 
for the same to be made by him yearly, semi- 
annually or quarter-annually. The insurance 
company agrees to pay the money either (1) to 
the insured’s family, or (2) to the insured him- 
self at a given time. When the money is to be 


(Continued on page 25) 





General Agency 

s contract is a valu- 

able franchise, de- 

sirable because it 

recognizes personal ability 

and ambition and rewards 

them with broader fields 
of action. 


Since 1884 this Com- 
pany has sought men of 
ability and ambition suc- 
cessfully; but there is al- 
ways room for one more. 
Are you the man? 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield $3 Illinois 
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EDMUND P. MELSON, President 


ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 





J. DE WITT MILLS, Secretary 
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SELLING LIFE INSURANCE 


Unhappy Conditions in Austria 
Described 








WHY SOME AGENTS FAILED 





How a Law Student Became a Successful 
Life Insurance Salesman 


By Dr. ALBERT EHRENZWEIG 
University Professor and Chief of the Insur- 
ance Department in Vienna 


For a number of years I have been follow- 
ing, with great interest, the regular publications 
in THE SPECTATOR concerning the theory and 
practice of selling life insurance; these articles 
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Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 
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are at times semi-scientific, at other times con- 
versational and occasionally even in form of 
anecdotes. I note, with constant surprise, that 
this field, which to the layman seems arid and 
dry, has become a fruitful garden for human 
mental endeavor and that the seemingly simple 
work of laying the foundation for “business” 
in the field of life insurance is a science and an 
art. That is indeed a 
science and an art is proved by the fact that 
it is being taught, by specialists, in the univer- 
sities in the United States. Indeed, the high 
selling life insurance, as 


“selling life insurance” 


placed upon 
severe preparatory course for 
requiring earnest application, 


value 
shown by the 
that vocation, 
corresponds only to the peerless significance life 
insurance has for the maintenance and pro- 
motion of National prosperity. Of course, the 
ideal state would be one in which every person 
provides voluntarily for his own and his fam- 
ily’s insurance needs in the same manner as he 
new provides for their food and clothing. But, 
unfortunately, the entire world is still far from 
having reached this ideal state, and until such 
state is attained the agent will remain the back- 
bone of life insurance. 


INSURANCE Must Be Property Sotp 


The important function of the agent is mainly 
the influencing of a person’s will; therefore, 
psychological work. His aim is to convince a 
candidate of the usefulness—yes, of the neces- 
sitv—of taking insurance. 

A person who has merely been “talked into” 
doing so does not, after all, act of his own free 
will, but because at a moment when lacking 
will power he has yielded to the agent. After- 
wards, upon careful consideration, the candidate, 
will be unable to explain to himseif, with any 
degree of satisfaction, the reasons for having 
taken the insurance. He will feel as though 
he had been “duped” and he will feel angry; 
he will slander the agents and will never feel 
inclined to take additional insurance. But there 
are many persons who cannot be fully con- 
vinced, and others who cannot be convinced 
at all, because in order to become convinced 
open mindedness is required, the will 
to learn the truth. Persons in whom this will 
is lacking may be “won over” only after having 
become mentally exhausted through listening to 


namely, 


reasons and arguments; they had been “talked 
into” applying for insurance. 

The person who is open to true conviction 
will only become annoyed through excessive 
verbosity and the bringing up of too many 
reasons. It therefore behooves the agent to 
ascertain in an inconspicuous manner whether 
nis prospect is a person who wants to be con- 
viriced or a person who has to be “talked into” 
doing something. This forming of an estimate 
alone, requires that the agent endeavor to estab- 
lish, as it were, a psychic contact with the 
candidate in a careful, tactful manner. This 
becomes far easier if the candidate learns to 
take personal interest in the agent, without the 
latter’s bringing out his own personality too 
prominently. Permit me to relate an incident 
from my own experience. 

UNEMPLOYMENT IN AUSTRIA 

When, after the collapse of Old Austria, the 
great Austrian army was suddenly disbanded, 
thousands of highly deserving officers of all 
ranks were left in the street without means of 
support. Among these I had many dear friends 
who asked me for advice and assistance. | 
called their attention to the fact that the 
tremendous social upheavals had pauperized the 
“middle class,” which heretofore had furnished 
the best field for life insurance, but, in ex- 


A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada at 
London, England. Mr. Storrs writes, “The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. I called and secured his proposal 
for £15,000 ($75,000) at the very first interview.” 


You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen are using Hull’s sales creating letters 
or life, accident, partnership, automobile and fire 
business. An insurance company official writes 
“Am well pleased with the letters. Shall be able to 
make effective use of them.”” You may have details 
of this letter plan on request—ask for folder 11A. 


WILLIAM S. HULL 
O02 ey ee RES 





Madison, Conn. 











WHEN BETTER POLICIES ARE WRITTEN, THE NATIONAL RESERVE LIFE WILL WRITE THEM 
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HOME OFFICE: TOPEKA, KANSAS 








ATTENTION LIFE INSURANCE SALESMEN 


Do you want to secure a Manager’s contract for yourself in “THE 
HEART OF AMERICA’’—Kansas, 
Nebraska, Minnesota, Arkansas and Texas? 


TO THE RIGHT MAN 


We will offer splendid first year commissions, very liberal renewals 
and a reasonable amount of money to be deposited in banks to aid 
and assist you in getting started. 


WE WROTE OVER $11,000,000 in KANSAS IN 1921. 


We offer to the insurance buying public most attractive, easiest 
selling life insurance policies written by any life insurance company— 
hoth participating and non-participating. 


If you can qualify write or wire the home office for personal interview. 


Oklahoma, Missouri, Iowa, 
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change were creating and bringing to the sur- 
face new strong strata consisting mainly of 
farmers and workmen, the part of 
whom had profited by the war. 
growing income enables these classes to insure 
their lives; heretofore life insurance was hardly 
known by them. Here, a vast field for most 
valuable work is opened up. 
these gentlemen that their fine tact, their social 


largest 


Their daily 


I explained to 


schooling and their general education fitted them 
pre-eminently for this vocation. Many of the 
cificers met my proposal with great indignation. 
I met some of them later, occupying small 
positions in offices, which they had secured after 
many an application. These were but wretched 
positions—but the gentlemen were “clerks,” not 
“agents,” hence something better, according to 
their foolish point of view. 

I succeeded in prevailing upon one only to 
accept as the many positions 
which were at my disposal. I explained to him 
the working material, the rates and conditions 
of insurance called his attention to the 
various insurance combinations to meet in- 
dividual needs. Several weeks later he called 
cr me again and stated that he had succeeded 
in writing several large cases within the circle 
of his friends, but that he could not keep on 
working, for he had the impression that he, the 
former officer, was being treated courteously 
only out of “pity.” 


agent one of 


and 


Pity As A FAcToR 

I then recollected that during the World 
War the government authorities were endeavor- 
ing to find positions in private concerns for 
officers who had that 
time the insurance companies stated in reply to 
a request of the government that invalided 
officers would be able to secure business out of 
“pity” and for very small amounts only. Thus, 
“Pity! How 


become invalided. At 


nothing came out of this project. 
foolish to refuse an application for insurance 
merely because the motive for giving it was 
Whoever acts out of pity does not neces- 
Surely 


pity! 
sarily thereby give humiliating alms. 
the commission is being earned; the candidate 
presents merely the opportunity for work. That 
the candidate’s act is based upon high ethical 
motives and not on egotism, does not detract 
from the usefulness of the agent; the insurance 
protection offered by him does not thereby be- 
come any less valuable to the candidate. 

I explained these, and other matters, to a 
poor law student with whom | had become 
acquainted while he was studying in the Univer- 
sity-Seminary where I was giving courses in 
Seeing in him a capable and 
ambitious man, J became more intimate with 
He then confessed to me that he would 
unless he 


insurance law. 


him. 
be unable to continue his 
found a steady source of sufficient revenue. I 
advised him to work as life insurance agent, 
and I mentioned several prominent life insur- 
ance companies, giving him at random also the 


studies 


names and addresses of some of my friends. I 
did not find an opportunity to give him any 
really useful instructions as to canvassing for 
life insurance. I was likewise unable to rec- 
ommend hini to the persons, the addresses of 
whom I had given him, for he insured them 
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all within a few days for considerable amounts. 
And, after a months he wrote large 
amounts of additional insurance on the same 
lives, for, unfortunately, the 
money is steadily decreasing. 


few 


value of our 


Pity SuccEEDED BY INTEREST 

The report of the young man was of the 
greatest interest te me. 
lines : 


He spoke along these 


I showed my agent's credentials and then 
quite casually, without laying any stress on 
them, my matriculation papers from the univer- 
sity. I then spoke of insurance only, especially 
of the advantages offered by single premium in- 
surance and insurance with discounted pre- 
miums in view of the eventual recovery hoped 
for, of the value of our currency. The candi- 
dates, however, wanted to talk only of me, of 
the sad situation of the “brain workers,” of the 
help from abroad for the university, ete. | 
guided the conversation back to the business 
matter, in a polite but firm manner, until I suc- 
ceeded in describing technically and in sharp 
lines the plan offered by me and in recom- 
mending the plan as fitting the economic needs 
of the particular candidate. Tinally the candi- 
date mentioned a figure for which he was will- 
ing to insure; he stated that he already carried 
such and such an amount of insurance. I re- 
torted that the intended amount of insurance 
was not worth while and that he seemingly 
agreed to insure his life merely out of pity 
for me. And then—yes, only then—was I in 
a position to propose in most cases successfully 
the amount of insurance to be applied for. 
Then I called again at some later date and 
drew the attention of the ivsured to the neces- 
sity of taking additional insurance; I was 
ereeted as an old acquaintance and found will- 
ling listeners. 

I believe, I understand how this has come to 
pass. Pity, which becomes active, flatters one’s 
self-assertion; one feels exalted through the 
instinctive 
situation ; 


deed. Furthermore, there is the 
satisfaction over 


both of these sentiments, however, one does not 


one’s own secure 
wish to admit to one’s self. especially where 
pity is met by legitimate pride. Hence, in the 
case under consideration, the “palliation” of 
the pity by means of taking a larger amount of 
insurance than offered originally. The later 
successes are explained by the fact that he who 
has acted out of pity easily learns to take perma- 
nent interest in the object of his pity—again 
egotism, again personal motives; for the per- 
son who was the object of the pity represents 
to him, bodily, his own deed, of which he is 
very proud. Thus he creates for himself an 
inner, more intimate relationship to that per- 
son; he gradually learns to trust him and he 
allows himself to become persuaded and then 
to become fully convinced, while originally he 
meant to act merely from generosity on the 
spur of the moment. 

“Persuasion,” “conviction,” these are the two 
links that close the chain: the regular agent, 
who does not require any pity, has come into 
his rights. We thus see that the “pity” re- 
jected in a haughty manner by the officers 
could become the bridge leading to an impor- 
career. My _ student does no 
He has given up the 


tant business 
longer require Any pity. 
study of law and left my insurance seminary, 
which, at best, offered him only a dim hope of 
eventually obtaining a clerical position in some 
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Thursday 


insurance company. He has become a life in. 
surance agent—body and soul. 





HOME OFFICE TRAINING SCHOOL 


Tennessee Life and Casualty Graduates 
New Classes 


The home office training school for agents 
and agency managers recently inaugurated by 
the Life and Casualty Company of Tennessee 
has turned out two sets of graduates, mostly 
district superintendents and agency managers, 

A. M. Burton, president, made the statement 
that the school had far exceeded the company’s 
expectations. During the November term the 
students sold nearly a quarter of a million life 
insurance in Nashville, while the first term went 
beyond that. Most of the men are from the 
field and strangers to Nashville. 

Russell S. King, the director, is a recent 
graduate of the Carnegie School of Life Insur. 
ance Salesmanship, and has worked out an ip. 
tensive course over a period of four weeks 
time, the mornings given to the study of sales. 
manship, psychology, health and the uses of 
life insurance. 

During the afternoons the men sell under 
H. J. Longwell, manager of the Nashville sales 
force. 

The next term will begin January 1, and itis 
the aim to keep the training going all the time 


—The December meeting of the Grand Rapids Life 
Underwriters was held in the Association of Commerce 
building Monday evening, December 4. <A dinner was 
served at 6.30 to forty-eight life underwriters and 
their wives. 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 


reference. Address, 


1 


STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 
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under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


ves ere and 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 
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THE 


What You Are Going to Sell 
(Continued from page 22) 
paid to the insured’s family it’is called a “life” 
policy, and when it is to be paid to the insured 
himself it is called an “endowment” policy. 
Under a life policy nothing whatever is paid 
until the insured dies; at that time the entire 
amount of the policy is paid to the family of 
the insured. Under an endowment policy the 
entire amount of the policy is paid to the in- 
sured himself at the end of a certain time, say 
twenty years, or when he becomes sixty-five 
years old, for example. 
such a policy can be made payable to some 


Or the proceeds of 


other person or institution. 


Lire AND ENDOWMENT PoLicies 

The insured can pay premiums on a life policy 
as long as he lives, or for a certain number of 
years and be through paying. Where the in- 
sured pays premiums as long as he lives the 
policy is called “ordinary life’ or “straight 
life.’ Where the insured pays for a certain 
number of years and is then through paying the 
policy is called “limited payment life.” The 
most popular form of this kind is what is 
though there are 


“10-payment 


known as “20-payment life,” 


numerous other forms. such as 


life,” “15-payment life,” “25-payment life,” and 
so on. Under endowment policies the face of 
the policy is always paid in full to the insured 
himself, or to someone else designated by him, 
at the end of a certain number of years. The 
best known of these is the 20-year endowment, 
but there are many others, such as 10-year e"- 
duwment, 15-year endowment, etc. 
Best Poticy to SELL 

l‘or many reasons, however, the best policy of 
al! for most people and in nearly all cases the 
easiest one to sell is an endowment policy that 
matures at about age sixty-five of the insured. 
Under such a policy the insured gets the full 
face of the pelicy in cash when he becomes 
sixty-five years old. Many companies have a 
policy called “endowment at age sixty-five.” 
Others do not have a policy with such a specffic 
name, but that does not prevent the agent from 
sclling his prospect a policy that will mature 
when the insured becomes sixty-five years old, 
hecause all companies sell endowment policies 
that mature at the expiration of varying terms 
13-year endowment, 25-year 


of years- that is, 
There- 


35-year endowment, ete. 
fore, in case your company dees not happen to 
issue a policy called endowment at age 65, all 
an endowment 


endowment, 


you need to do is to sell him 
policy that will mature at age sixty-five or 
about that age. [Examination of the rate book 
will show that at most ages the premiums on 
endowments are larger than ou life policies, but 
the benefits. to the insured personally so far out- 
weigh this difference that the applicant always 
prefers the endowment, and will take it if given 
2 fair chance to do so. 
ExpowMests Eastest To SELL 

Stated briefly. the difference between selling 
a person a life policy and selling him an. en- 
dowment policy is exactly the difference be- 
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tween getting him to do something for some- 
one else and getting him to do something for 
himself. 
saying that “Man is primarily a selfish animal.” 
Therefore, offering endowment insurance to 
people is the application of common sense to 
In other words, 


Everyone recognizes the truth of the 


life insurance salesmanship. 
it’s much easier to persuade a person to do a 
selfish thing than it is to persuade him to do an 
unselfish thing. Remember, too, that the full 
face of an endowment policy is paid to the in- 
sured’s family if he happens to die before the 








One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,700,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 

The best for the policyholder 
and agent. 


Operating in 19 States. For 


territory write today 


AGENCY DEPARTMENT 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, III. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 
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time comes when it is to be paid to him person- 
ally. 
INcOME INSURANCE 

Under all policies the insured can arrange 
that the money can be paid to his family or 
h‘mself by the month as an income rather than 
in a lump sum if he so desires. In the rate 
book there are also premium rates quoted for 
all forms of policies where the proceeds will 
only be paid as a monthly income and not in a 
lump sum. 

TERM INSURANCE 

Further, in the rate book you will find pre- 
mium rates quoted for what is called term in- 
surance. This is a very cheap form of insur- 
ance or, rather, the premiums are very low, but 
it should be sold very seldom indeed, as it only 
covérs a certain number of years, and if the in- 
sured does ‘not die before the years expire no 
one gets anything whatever. It is intended for 
special purposes only, such as protecting a man’s 
estate temporarily until he can get a certain 
debt paid off, and things of that kind. Only the 
most perfect risks can get such a policy. Asa 
general rule, it is best for an agent to forget 
that he has this policy at all in his rate book. 
Though the poorest form of policy, it is better 
than none, and therefore an agent is occasion- 
ally justified in offering it to his prospect, but 
only when there is no chance to sell anything 
else. Term insurance can be converted into 
some form of life or endowment policy within 
a certain without medical examination. 
These time limits are set out in the policies. 


time 
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We are satisfactorily handling 


REINSURANC 





your papers. 


Head Office, Waterloo, Ontario. 





for a number of American Life Companies. 
You will appreciate our quick decision and prompt service in your cases, 


__ Reinsurance on the yearly Renewable Term plan, or for substandard 
risks on the Coinsurance basis. Our decision given by wire on day of receipt of 


THE ONTARIO EQUITABLE LIFE & ACCIDENT 
INSURANCE COMPANY 


nn a 
Se 


S. C. Tweed, President. 








PERMANENT Torat Disapttiry CLAUSE 
There is always the danger that a person 
may become permanently and totally disabled 
from disease or accident and thereby lose his 
carning power, though he may live for many 
years. In such a case the natural consequence 
is that a person could not pay premiums on his 
life insurance and would lose it. To protect the 
insured against such a misfortune most compa- 
nies put in their policies what is called a “per- 
manent total disability clause.’ There is gen- 
erally a small additional charge for this pro- 
vision. Usually this clause provides that in 
case the insured becomes permanently and to- 
tally disabled before age sixty, the company 


will mark the policy paid up—that is, the com- 
peny will pay all future premiums coming due 
on the policy for the insured; also that an in- 
come will be paid the insured so long as he may 
live, and, further, that the policy itself will not 
be in any way affected, but will go on just the 
same, with no deductions on account of pre- 
miums paid for the insured by the company or 
or account of income paid to him. The in- 
come paid him is generally $10 per month for 
each $1coo of the face of the policy, though 
some companies vary from this slightly. 


(To be concluded in the Life Insurance Section 
of Tue Srectator for December 28) 
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“Financial Status Unsurpassed” 


says The Insurance Almanac in its review of 
the progress and activities of THE GUARDIAN 


The same thing could be said for the service 
which this Company renders to its field force 
and _ policyholders. 
progressive program of Agency Co-operation 
and Service to Policyholders is unsurpassed 
by any other company, and equalled by few. 


If you want to know the whole story of what 
this Company is doing for its field force, address: 


T. LOUIS HANSEN, or 
Vice-President 


The Guardian Life Insurance Company | 


Established 1860 under the Laws of the State of New York 


THE GUARDIAN’S broad, 


GEO. L. HUNT, 
Supt. of Agencies 


OF AMERICA 


50 Union Square, New York 
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Miscellaneous Insurance 














Marine Bill Adopted 
(Continued from page 4) 
text of the definition of the words “marine 
ce” as extant in the adopted resolution 











reads : 
the terms “marine insurance” and “marine 
siness” and “marine risks” mean insurances 
je reinsurances against any and all kinds of 
ss of or damage to: 
1) Vessels, craft, air craft, cars, automo- 
s and vehicles of any kind (excluding auto- 
piles operating under their own power or 
hile in storage not incidental to transporta- 
in), as well as all goods, freights, cargoes, 
erchandise, effects, disbursements, profits, 
pneys, bullion, precious stones, securities, 
“hoses in action, evidences of debt, valuable 
ers, bottomry and respondentia interests and 
other kinds of property and interests there- 
in respect to, appertaining to or in connec- 
"fon with any and all risks or perils of naviga- 
‘Won, transit or transportation, including war 
‘fisks, on or under any seas or other waters, on 
nd or in the air, or while being assembled, 
gacked, crated, baled, compressed or similarly 
“yepared for shipment, or while awaiting the 
game, or during any delays, storage, transship- 
“ment, or reshipment incident thereto, including 
tmarine builders’ risks and all personal property 
ater risks; and ; 
| (2) Person or to property in connection with 
appertaining to a marine, inland marine, 
fansit or transportation insurance, including 
MMability for loss of or damage to either, arising 
of or in connection with the construction, 
air, operaticn, maintenance or use of the sub- 
matter of such marine insurance (but not 
luding life insurance or surety bonds), but, 
ept as herein specified, shall not mean insur- 
Maices against loss by reason of bodily injury to 
nthe person. 






































































The vote upon the adoption of the proposed 
Marine insurance plan was carried without 
Murther discussion of the measure except that 
aconvention member, who rose to suggest that 
Whether or not a man had previously been an 
urance commissioner, he should receive the 
Same treatment at the hands of the convention 
any other individual not now a delegate, stated 
t he thought the marine bill might be called 
“An Act to Remove Restrictions from Marine 
Insurance.” After the adoption of the meas- 
tte, Francis R. Stoddard, Jr., Insurance Super- 
itendent of New York, and publicly 
thanked those who had assisted in revising the 
draft and shaping it for suitable action, men- 
pining particularly the work of Messrs. 
PHotchkiss, Thatcher, Grossman, Case and 
Pothers in this connection. The New York 
P Superintendent said: “I know of no bill that 
las had a higher standard of intellectual ability 
PWplied to it than this one.” Upon the conclu- 
Sion of his remarks he suggested an adjourn- 
Ment until the committee considering the sub- 
Met of casualty acquisition costs could be heard 
from, but this suggestion was withdrawn and 
tonvention proceeded. 


rose 


Mr. McManan’s Raptcat-: Proposat 
The next step in the program of events was 
pm which came in the nature of a legal bomb- 
I which, by its very audacity and enterprise, 
d the meeting to action and, in some cases, 
BYerbal outbreak. This was a proposal made 

Commissioner J. J. McMahan of South 
Olina, a member of the unauthorized insur- 





ance committee. The plan in effect provided 
fer the cancellation of the licenses of companies 
which operate in States other than those in 
which they are licensed to do business. The plan 
carried a double proviso and was submitted in 
two sections as follows: 


Recommendation No. 1. We recommend 
regulations or department rulings to the follow- 
ing effect: If any domestic fire insurance com- 
pany or association of this State shall insure 
property in another State without first ob- 
taining a license to do business therein, the In- 
surance Commissioner of this State will revoke, 
er deny the renewal of the license of such com- 
pany to do business in this State. 

Recommendation No. 2. We recommend to 
Congress the enactment of a statute prohibiting 
the use of the mails, and of other vehicles of 
interstate and foreign transportation for the 
placing of insurance, in any State, by any in- 
surance company not licensed to do business 
therein, and we charge the executive committee 
of this convention with the duty to urge this 
action upon Congress. 


It was suggested that the second provision 
of the measure be incorporated in the Denison 
hill, which is now pending legislation and which 
is a “Blue Sky” law aiming at the restriction 
of security companies and prohibiting them from 
using the mails for the consummation of sales 
in a State in which they could not otherwise 
legally operate. After the hubbub which the 
reading of the proposed measure caused had 
died down, Commissioner H. O. Fishback of 
Washington and vice-president of the conven- 
tion recommended that the measure include a 
clause making it mandatory on all the States in 
order that a State in which the plan operated 
could not invoke its aid to prevent insurance 
companies outside that State doing business 
therein and he also requested a rereading of the 
bill. This was done and upon the conclusion of 
the second reading of the plan, Commissioner 
3utton of Virginia proposed that the word 
“fire” be stricken out of the bill thus making 
it apply to all kinds of insurance. This was 
favorably received and then the house listened 
to the remarks of the Massachusetts Commis- 
sioner, Clarence W. Hobbs, who spoke of the 
difficulties attending the enforcement of any 
such measure in some States and provoked 
“Ft isa 
phenomenon which has not escaped our notice 
that not all of the legislation which we recom- 
mend is adopted by our State legislatures.” Mr. 
Hobbs was of the opinion that the bill could not 
be made operable in Massachusetts. 


smiles of understanding when he said: 


New YorK SUPERINTENDENT DEFEATS 
RESOLUTION 
An attempt was made by Commissioner 


McMahan to force the vote on his proposal but 
Francis R. Stoddard, Jr., arose at this point 
and stated that much as he appreciated the zeal 
of the Commissioner from South Carolina he 
would be forced to vote in the negative if the 
vote was taken before referring the matter to 
or before 
copies of the plan were available. The New 
Yorker’s stand had the ultimate effect of 
squelching the bill almost entirely, for the bill 
was referred to the named committee and taken 


the laws and legislation committee 
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under advisement until the afternoon session. 
An adjournment was then moved to be in effect 
until 1.15 P. M. and the morning’s business 
ended. 


CasuALty INSURANCE REPORT 

The chief feature of the afternoon session 
was the report of the committee which had been 
considering the matter of casualty acquisition 
costs. Marked by so many stormy differences 
since its presentation to the Insurance Super- 
intendent of New York on November 22, and 
attended by much discussion during its con- 
sideration by the convention, this measure was 
perhaps the most important feature of the 
1922 meeting and the fact that it was finally 
adopted almost in the exact form in which 
first advocated occasioned great satisfaction 
among the commissioners. In adopting the 
plan, however, the committee recognized the 
objections of the brokers to its provisions, but 
decided that since the differences which evoked 
protest applied only to the New York terri- 
tory, these could be brought under the juris- 
diction of Superintendent Stoddard without dis- 
turbing the effectiveness of the bill in the States 
throughout the country. The report of the 
Casualty Committee was assented to by the 
assemblage without further remarks except a 
public expression, by Francis R. Stoddard, Jr., 
of the gratitude which all the convention mem- 
bers felt to those whose labors had made the 
success of the measure possible. Speaking in 
reference to this Mr. Stoddard said: “This 
agreement and its successful adoption repre- 
sent the largest measure of co-operation and 
the finest spirit of give and take yet witnessed 
in the history of insurance.” With the con- 
clusion of the casualty acquisition costs mat- 
ter, Colonel Button, Virginia, made the motion 
that if there was to be a spring meeting of the 
commissioners, such meeting be held in Rich- 
mond, Va., provided that that city, as a place 
for the convention, met with the favor of the 
assemblage. This suggestion was adopted with- 
out dissent. The last business of the day and 
of the convention meeting was the report of the 
laws and legislation committee to which the 
plan of Commissioner McMahan had been re- 
ferred upon the motion of the Superintendent 
of New York. It has been said that Mr. Stod- 
dard’s motion effectually disposed of the bill 
of the South Carolina Commissioner, for the 
purposes of this convention at least, and this 
was now proved, for the committee on laws and 
legislation merely touched on the matter en 
passant, requesting further time in which to 
consider the: measure. The report, as submitted 
by the legislative body of the convention, read: 


The committee on laws and legislation, to 
which was committed a resolution relative to 
the writing of insurance by companies in States 
in which they are not lawfully admitted to 
transact business, reports recommending that it 
be authorized to consider further and report 
on said resolution and that it be authorized to 
present before Congress the matters involved 
in the second portion of said resolution. It also 
reports the following resolution: 

Resolved, That it is the sense of the conven- 
tion that the practice of certain companies in 

(Continued on page 41) 
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WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


What Life Insurance Is and What It Does 


A preliminary text book, or primer, deal- 
ing with the fundamental principles on 
which all sound life insurance rests. 

Price $1.50 
How To Sell Insurance 


The chief aim of this book, as the title in- 
dicates, is to teach the inexperienced agent 
how to do his work, and build up a re- 
munerative business. While it is intend- 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought to be 
of value to the agent of experience. It 
will also be useful to those who are en- 
gaged in the work of training inexperi- 
enced agents. Price $2.00 


The Prosperous Agent 
This little book is for the guidance of ex- 
perienced and inexperienced agents alike. 
It gives a catalogue of the characteristics 
—the mental equipment —of the success- 
ful business man, and tells how these 
qualifications can be utilized to the great- 
est advantage by the insurance salesman. 
The instrument with which the agent does 
his work is his own mind. The material 
on which he uses this delicate instrument 
is the mind of another person. It is all 
important, therefore, that he should know 
exactly how to utilize his mental equip- 
ment. Price, paper cover $1.00 
Red cloth $1.50 
The Art of Insurance Salesmanship 


This volume takes up the instruction of 
the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to stimu- 
late the thought, fire the imagination, 
broaden the vision, and thus increase the 
efficiency of experienced agents. Price $2.00 
One Hundred Ways of Canvassing. 
(IN PRESS) 

This concluding volume describes many 
ways of soliciting life insurance and in- 
cludes a number of canvassing plans con- 
tributed by experienced field men, with 
the author’s comments on these plans. 
(Now in preparation.) 
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Surplus to Policy Holders $408,090.84 
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November Record the Greatest in the 
History of the Detroit Life 


New Business Written-$2,001,000.00 
Total New Business, Eleven Months of 1922— 


$15,000,000 


The Detroit Life Insurance Company has consistently broken records 
in life insurance production in the State of Michigan. 

The November record of $2,000,000 is simply another evidence of the 
substantial progress of this great Michigan company. 

Two million dollars written in November compares with a record of 
$904,000 written in November, 1921, an increase of 121 per cent. 

The record of $15,000,000 of new insurance written during the first eleven 
months of this year compares with $9,972,000 written in the corresponding 
period of last year. 

This is an increase of $5,028,000 or more than 50 per cent. 

Exceptional opportunities throughout Michigan for high-class men and 
women to engage in life insurance salesmanship—a remunerative and pleas- 
ant occupation. Home Office co-operation guarantees success. Begin 
now and grow with this rapidly growing Michigan company. For details 
call at-or write 


Detroit Life Insurance Company 


M. E. O’BRIEN, President 





Home Office, Woodward at Forest 




















Organized 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, and Industrial Policies from 
$12.50 to $1,000.00 


Condition on December 31, 1921 


INE 666505 55cm eae ae $28,308,449.13 
NN 56 Sis cloak wt cinces i tch 25,109, 146.04 
Capital and Surplus.............. 3,199,303.09 
Ingurance in Force........ceccses 214,188,461 00 
Payments to Policyholders........ 1,897,435.45 
Total Payments to Pulicehcidees since 
Ongemisation..........00sccssccsens $27,720,705.42 


JOHN G. WALKER, President 
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Apart from any subject directly bearing on 
the insurance business as such, no one feature 
of the annual meeting of the Association of Life 
Insurance Presidents stood out so much as the 
address of Senator George Wharton Pepper 
of Pennsylvania. Senator Pepper’s frank 
denunciation of the easy-chair condemner of 
everything and everybody political contains so 
much of truth that it should, though we fear it 
may not, cause some to bestir themselves. The 
weakness, if there be any, in Senator Pepper’s 
position is that if political indifference pre- 
dominates among such men because they are un- 
willing to see their own responsibilities to the 
community and the nation, there is no certainty 
at all that these same armchair critics and 
self-appointed censors possess sufficient men- 
tality to act intelligently even if they do act. 
In other words, Senator Pepper presupposes 
an intelligent line of action as a_ natural 
sequence to any action by the so-called priv- 
ileged. More logical, it would appear, is the 
conclusion that a presumption of more or less 
self-sufficiency prevails in the intellectual make- 
up of the particular group of citizens whom 
the Senator would arouse from their state of 
lethargy. This condition almost definitely forces 
the conclusion that but little, if anything, could 
be gained by their participation in the selection 
of candidates for political office. Too fre- 
quently they would be guided by motives of self- 
interest, the very thing most desired to be 
avoided. The blunt admission of indifference 
shows a lack of power to comprehend the 
larger interest. 

The club is, to be sure, a delightful place 
for relaxation, but it is a poor school of politics. 
The home fireside, the seat of insurance and all 
that it stands for, is by far the larger sphere 
into which the message of political reform 
should be carried, the place to engage the in- 
terest of the voter and his family. 

The attainment of perfection, however, is be- 
yond the bounds of human reach. For example, 
in the basebali world the perfect batting aver- 
age is 1000. George Sisler leads the world with 
420. 


* 


That insurance will thrive on its merits has 
long been contended but seldom proved. Only 
two or three companies have ever built up busi- 
ness of any proportions without the necessity 
of a never-resting selling force. The outstand- 
ing examples are the old Equitable of London 
and the Presbyterian Ministers Fund of Phil- 
adelphia. The Postal Life claims to have dis- 
Pensed with this force, but in fact has merely 
substituted publicity and advertising on a vast 
scale. The need for an agency force is essen- 
tially to enable the prospective policyholder to 
do his duty to his family and society before 
it is too late. 

Too often action by prospective policyholders 
ls deferred because of a lack of knowledge of 


the company whose representative seeks the 
risk. In other words, while sold on the in- 
stitution, the prospect frequently lacks con- 
viction as to the company. This situation 
emphasizes the need, always present, of every 
company thoroughly acquainting its field forces 
with a full and complete knowledge of its 
affairs. It is far better to have too few agents 
adequately informed than a large force some 
of whom are ill-advised. 

An example of what selling the company to 
the prospect means is demonstrated by an in- 
cident related by Winslow Russell, of the 
Phoenix Mutual Life of Hartford. It appears 
that this company voluntarily submitted to a 
survey by an advertising agency which wanted 
tc be “sold” on the company before attempting 
to map out a campaign. In the course of their 
studies, the representatives of the advertising 
agency became so convinced of the company’s 
merits that they voluntarily applied for some- 
thing like $160,000 of insurance. 

x ke * * 

The presence at the convention of Walter C. 
Hill, president of the Retail Credit Association, 
naturally suggests the subject of inspections. 
Never at any time has this phase of insurance 
in all its branches been of such significance. 
Prohibition has strangely enough made liars of 
many usually esteemed honest and upright men, 
cf others careless braggarts. Both classes 
are likely in either their evasiveness or enthu- 
siasm to deviate from the truth that is essential 
to an intelligent selection of risks based upon 
application blanks. It is, therefore, decidedly 
important that there be a careful and _ inde- 
pendent check up on every applicant for life 
or other insurance, all of which is said without 
any reflection on the moral issue of total ab- 
stinence from intoxicants, either voluntary or 
enforced by legislative edict. 

* * * x 

On the side lines the comment was frequently 
heard that there is a strong resemblance in 
physiognomy between Fred A. Howland, presi- 
dent of the National Life of Montpelier, Vt., 
and President Harding. This is not political 
propaganda, nor is it a suggestion that at some 
future time when affairs of the United States 
Government are less demanding of his time 
that insurance may have another ex-United 
States President to actively participate in its 
work. oe Gee 

George B. Stadden, president of the Franklin 
Life of Springfield, Ill., admits that he is in 
the life insurance business, and that he does give 
some time to the affairs of his company. He 
has been heard to express some doubts about 
himself at times, feeling that the company owes 
so much to the work of Henry Abels and E. S. 
True, no doubt, but it requires the 
unusual executive to select 


3arnes. 
attributes of an 


such competent aids and to recognize their 
worth, 


Among the registrants was Harold A. Ley, 
president and founder of the Life Extension 
Institute of New York. Mr. Ley might justly 
be proud of the tribute paid to the work of his 
organization by Dr. Augustus S. Knight, med- 
ical director of the Metropolitan Life of New 
York, who commented upon the experience of 
that company with periodical medical examina- 
tions conducted by the institute. Dr. Knight's 
address was entitled “Life Waste in 1922—Its 
Warning and Its Lesson.” 

* OK OK 

John D. Sage, president of the Union Central 
Life Insurance Company of Cincinnati, deliv- 
ered a constructive paper on the prevention of 
lapses. That Mr. Sage is in a position to ac- 
curately measure the pulse of the policyholder 
is readily accounted for by looking back over 
his insurance career. His father edited the 
company’s publication and he began as an 
assistant, later succeeding to the editorship. In 
this place his intimate contact with agents and 
policyholders gave him the foundation upon 
which rests a substantial ability to view the 
business of his company from the broadest 
possible standpoint. 

x * *k x 

Among the actuaries in attendance, David 
Parks Fackler, a leader in his profession, was 
conspicuous. Mr. Fackler has, through years 
ef research, practical experience and the com- 
pilation of valuable actuarial studies, given to 
the insurance world a monument that will long 
endure. 

The arrangement and conduct of a conven- 
tion of this character are no small task. It is 
to the credit of George T. Wight and Mott A. 
Breoks of the association executive staff that 
the affair was such a success. This is a mate- 
rial demonstration of the manner in which the 
less definitely visible work of the organization 
is done from year to year. 

* * * * 

At a lunchecn table during the week a sug- 
gestion to the Honorable Burton Mansfield, 
Commissioner from Connecticut, was offered. 
As the gentleman mentioned was not present at 
the meeting, we pass the suggestion on to him 
in the same spirit in which it was offered. It 
referred to the sculpting on the new Capitol 
building in the State of Connecticut. It is 
said that along the front of the building there 
are seven figures, representing various phases 
of human activity, no one of which has any- 
thing to do with insurance. As this is un- 
doubtedly the greatest business in Connecticut, 
and having in mind the fact that Mr. Mansfield 
is a member of the State’s art committee, it was 
agreed that he ought to do something about it. 

x k *k x 

Among the many prominent attendants at the 

winter meeting of the National Convention of 
(Continued on page 41) 
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WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 


FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1922 
BGSETS....... wee ee es $4,835,545-26 





SURPLUS IN UNITED STATES. .......... $1,599,555-35 
TOTAL LOSSES PAID IN UNITED STATES 
FROM 1874 TO 1921 INCLUSIVE...... ..$50,129,109.21 











$10,000.00 with $200.00 per Month 
Costs $80.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 150,000 Claims Paid $5,000,000.00 


Unusual Agency Opportunities at present in Central 
States 








Our Leading Salesman in 1921 made over $15,000.00 


Business Men’s Assurance Company 
W. T. GRANT, President KANSAS CITY, MO. 





UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANGE COMPANY 
31 SOUTH GIILLIAM STSEET 


New: York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAD 4478 





INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1922 
Reserve for Unearned Premiums................ $1,149,297.48 


‘Cones BIA CTC ek a ae ean co maorc 257,293.41 
TS PEE errr re ee ee $500,000.00 
I. oo sae acne rede sx anes os 0.0) ree 

1,488,687.75 


Surplus to Policyholders. ...........00.0.2es.+: 


MMP EANRSBEUS « o:sicicisic0sie5 0h sea $2,895,278.64 


Wm. H. Palmer, President E. B. Addison, Vice President ~ 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J. C. Watson, Treasurer J. M. Leake, General Agent 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 





" EASTERN DEPARTMENT WHSTERN DEPARTMENT | 





D. HL poe President NEAL BASSETT, V.P. and Mgr. 
KAY, Pres. W. T. BASSETT, Ass’t Manager 
A. H. Sec’y , ad 
NEWARK, N. j. CHICAGO, ILL. ——— | 
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Here’s what makes for a— 


DISTINCTIVE AGENCY 
SERVICE 


More and more agents are recognizing the true significance of a dis 
tinctive agency service and the qualities that are vital to its realization. 


It means— 
prompter attention than your competitors in “covering” 
property when ordered; quicker delivery of policies: 
more accuracy in figuring rates and premiums; better care 
in checking rate schedules to secure lowest rate possible: 
providing forms which better meet actual requirements— 

And to secure your client’s utmost confidence— 
more caution in selling him no cover that you do not believe 
he needs. 


But all this won’t help— 


unless you can represent a company whose strength you 
can guarantee and whose loss adjustments and settle- 
ments you know will be just and prompt. 


With full reliance, ‘‘place it in the Continental.’’ 


The Continental Insurance Co, 


Cash Capital: TEN 
MILLION DOLLARS 


Henry Evans, Chair- 

man of the Board 

Norman T. Robertson, : 
President 

Eighty Maiden Lane, 

New York, N. Y. 


CHICAGO 
MONTREAL 
SAN FRANCISCO 


“AMERICA FORE" 























You never have to explain 
to a client WHY you 
chose the Fireman’s Fund. 
Nothing will ever occur to 
demand an explanation. 
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| FIRE INSURANCE NOTES AND EVENTS ] 


NEW YORK SURVEYS 

Sprinkler Losses Increasing in Amount.— 
The last bulletin published for the sprinkler 
department of the New York Fire Insurance 
Exchange covering a fire report is No. 1843, and 
lists seven fires. The loss reported in one case 
was slight, three moderate and three consider- 
able. In other words, the proportion of “con- 
siderable” is 3/7, and the same is true of the 
moderate. If we take into consideration the 
low rates prevailing in this type of risk, and 
if we have noted the tendency of sprinkler fires, 
it will be evident that the amount of loss for a 
sprinkler fire is showing a steady tendency to 
increase. This is accentuated by a report from 
another territory which has just been published, 
showing the average loss of sprinklered build- 
ings to be $3700 in round numbers, while in 
unsprinklered buildings the loss was $14,800 in 
round numbers. A mere glance at these two 
figures is sufficient to show us that the amount 
of the loss per sprinkler fire is far in excess of 
what it should have been. It is possible that so 
far, at least, as the stock companies are con- 
cerned, there is a permanent moral hazard in 
the sprinkler business which must cause in time 
a readjustment of the underwriting approach 
to that type of risk. 


As to Electrical Installations.—W hatever 
may be the conditions in some departments of 
human labor, the local conditions, at least in 
regard to electrical installations, were never 
s0 pressing as at the present time. The depart- 
ment of the New York Board which is engaged 
in looking after the installations has not only 
all it can do, but almost more than it can do, 
and yet in spite of this contractors are talking 
about having nothing to do. Not only is the 
Board busy in connection with new properties, 
but installations are also going forward in old 
properties. 

Addresses St. Louis Insurance Society. 
E. R. Hardy, secretary of the Insurance Insti- 
tute of America, paid his first visit this week to 
the Insurance Society of St. Louis, which was 
organized two years ago. The program in- 
cluded a luncheon meeting at noon and then a 
meeting with the students in the evening. The 





topic of Mr. Hardy’s evening address was 
“What is Service?” 

The Insurance Society.—In addition to 
the regular classes of the week the principal 
event foreshadowed is a meeting on the 14th 
inst. at the Drug and Chemical Club. This is 
the first of four meetings dealing with loss 
adjustments, and the speaker is W. J. Greer, 
general manager of the General Adjustment 
The subject is “Fire Losses and Ad- 
justments, Some Factors and Fundamentals.” 

As to Losses.—The general consensus of 
is that their 
stately record, and if they paused for a while 


Bureau. 


opinion losses are maintaining 
two or three months ago it was only for the 
purpose of taking a fresh hold, and they are 
now back at work again. All of this no doubt 
foreshadows, or must eventually, some changes 
in the insurance business. As an offset, how- 
ever, to the losses, the business itself is fairly 
stable. Apparently the campaign inaugurated 
by the companies some months ago to reduce 
the number of “not taken” policies has resulted 
in quite an improvement in this respect. In ene 
territory the stamp office passed 70,000 daily 
reports, which was 10,000 more than the pre- 


ceding year. The number of canceled policies did 


not exceed that for the previous year; in other 
words, the extra 10,000 were taken up with no 
increase numerically in the waste motions. 


BOSTON AND VICINITY 

Boston Clearing House.—The Boston In- 
surance Clearing House Association has just 
completed its first year. It has brought about 
improvement in the methods of accounting be- 
tween member offices and an improvement in 
the settlements of accounts. The balances paid 
through the Clearing House during the year 
Prac- 
tically all members of the Boston Board of Fire 


were 18.6 per cent of the total clearings. 


Underwriters are now members of this asso- 
ciation. 

Goes With Continental.—Peter A. Schan- 
bacher, formerly with the New England Ex- 
change in the schedule rating department, has 
been appointed assistant special agent of the 
Continental, American Eagle, and_ [idelity- 
Phenix for the New England territory. 


Western Mutual Admitted—The Western 
Mutual Fire Insurance Company of Urbana, 
Ohio, has been admitted to Massachusetts. 
Gate & Stone of Boston are its agents. 

Insurance Society Publication. — “Dust 
From the Street,” is the title of a new four- 
page sheet published by the Insurance Society 
of Massachusetts. Promise is given that it will 
be issued “once in a while.” The bulletin was 
published primarily to remind its members that 
the regular quarterly meeting of the society 
will be held next Thursday at the Boston 
Tavern. 

Exchange to Celebrate—The New Eng- 
land Insurance Exchange is planning to cele- 
brate its fortieth anniversary early in 1923. 
The tentative date is March 9, the celebration 
taking the form of a banquet to members and 
“alumni.” 

Harry E. Moore Resigns.—Harry E. 
Moore, New England manager of the Massa- 
chusetts Bonding health and accident depart- 
ments, resigns as of December 15, to become 
manager of the Zurich General’s recently-estab- 
lished New England department at tot Milk 
street. 

John Lowell Dead.—John Lowell, of the 
law firm of Lowell & Lowell, who was a mem- 
ber of the advisory board and general counse! 
of the Employers Liability Assurance Corpora- 
tion, died last week at his home in Boston. 


DINNER TO C. I. HITCHCOCK 
Editor Honored by Over Two Hundred 
Representative Insurance Men 

At a dinner given by his friends at the Hotel 
\stor last Thursday evening, C. I. Hitchcock, 
editor of the Insurance Field, was honored by 
the presence of over two hundred guests, many 
of them high executives, who in that way showed 
‘heir friendship and respect for him: 

The dinner was arranged by a committee of 
which Joseph Button, Insurance Commissioner 
of Virginia, was chairman. Other members 
John B. Morton, president, 
National Board of Fire Underwriters; Platt 
Whitman, president, National Convention of 
Insurance Commissioners; Lee J. Dougherty, 
president, American Life Convention; James L. 


were as follows: 


KEINSURANCE ONLY 


GLOBE NATIONAL 


FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Preside:st 
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UNITED STATES HEAD OFFICE: 
431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-21 : $9,210,106.98 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-21 : $1,508,414.20 


EASTERN DEPARTMENT: 
55 John Street, New York City 
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FIRE AUTOMOBILE MARINE 


rst AMPTON ROADS 


FIRE 4» MARINE 
_ Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE 


President 


JAMES A. BLAINEY HAROLD KNox 
Vice-Pres. and Gen. Mgr. Secretary 














Tie lidetiyan (@sualty Gmpanyot NewYork 


—1876— ROBERT J. HILLAS, Pres. 


—1922— 


Total Assets - - Over Twenty-seven Million Dollars 
Total Reserves - - Over Twenty Million Dollars 
Surplus to Policy Holders - Over Seven Million Dollars 
Losses paid to June 30, 1922 Over Ninety Million Dollars 














CASUALTY LINES Surety Lines 
ACCIDENT FIDELITY 
HEALTH C r I COURT 

LIABILITY sualt CONTRACT 
COMPENSATION @ yY énsurance FIDUCIARY 
AUTOMOBILE DEPOSITORY 
BURGLARY and OFFICIAL 
ROBBERY CUSTOMS 
PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 
BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOU 




















“INSURANCE THAT INSURES’’ 




















FIRE INSURANCE LAW CHART 


Edition of 1922-1923 


This very convenient chart, issued annually by The Spectator Company, contains in 
tabular form a summary of special State Laws relating to statements required of fire insur- 
ance companies, and other matters. Its purpose is to show what States have standard policy, 
valued policy, resident agents, anti-coinsurance and anti-compact laws, or those prohibiting 
reinsurance in authorized companies or requiring commissions to be paid to resident agents. 
It also gives the final date when annual statements may be filed and fees for filing same; 
when tax statements are required, and percentage of tax; the date of expiration of local agents 
licenses and license fees. The information is given regarding each of the first seven subjects 
by asimple “yes” or “no”, for each State; under the other headlines the information is given 
complete, dates, amounts, etc., in full. Variations are amply covered by explanatory foot- 
notes. It also presents data as to deposits, the United States corporation income tax, anti- 
discrimination laws, deposit laws, classification of business required, etc. _ , 

The chart is printed in two colors, the word “yes” appearing in red in every instance, 
and the word “no” in black. The chart is brass tipped top and bottom, and is printed on 
excellent bond paper, so that it may be suspended in a convenient place for ready reference, 
It is valuable as a checking list, in order to avoid penalties for non-compliance with laws. 

This chart. is designed to solve many vexatious questions that arise as to the require- 
ments of the different States upon the points enumerated. In this Chart the answers can 
be seen at a glance. The compilation has been made with great care, involving much labor 
and research. Having been approved by the officials of the various Insurance Departments, 
it can be accepted as correct in all its details. It is also valuable as a checking list. 


PRICE $3.00 
Liberal discounts in quantities 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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Case, president, National Association of In- 
surance Agents; Edson S. Lott, president, 
United States Casualty Company; Herbert M. 
Woollen, president, American Central Life In- 
surance Company ; Edwin P. Morrow, governor, 
Commonwealth of Kentucky; James Victor 
Barry, vice-president, Metropolitan Life Insur- 
ance Company: Henry F. Tyrell, legislative 
counsel, Northwestern Mutual Life Insurance 
Company; Carl A. Henry, Pacific Coast man- 
ager, Sun Insurance Office; Henry Barrett 
Chamberlin, operating director, Chicago Crime 
Commission; Leo L. Redding, Leo L. Redding 
& Company; T. S. McMurray, Jr., Commis- 
sioner of Insurance, Indiana; Clarence Axman, 
editor, The Eastern Underwriter; John A. 
Morrison, Attna Life Insurance Company; 
James E. Dunne, manager, F. B. Collins In- 
vestment Company. 

The committee were fortunate in securing 
the services of James Victor Barry, fourth vice- 
president of the Metropolitan Life Insurance 
Company, as toastmaster. With his ever-flow- 
ing fund of wit and good-humor, he introduced 
an imposing array of speakers and added much 
to the merriment of the occasion. 

The speakers were: Young E. Allison, editor, 
The Insurance Field; Hon. Swayar Sherley, 
former congressman from Kentucky; Hon. A. 
0. Stanley, junior United States Senator from 
Kentucky: Edson S. Lott, president of the 
United States Casualty Company, and C. M. 
Cartwright, managing editor of The Nation Un- 
derwriter. All were loud in their praises of 
Editor Hitchcock’s character and accomplish- 
ments. 

Mr. Hitchcock responded very feelingly and 
was evidently much touched by the evidences 
of regard in which the speakers held him. Fol- 
lowing his response an enormous and very hand- 
some chest of silver was presented to him. 
Mr. Hitchcock was unable to express himself 
more than by a simple “Thank you.” 


Would Continue A. C. Savage in Office 
Des Mornes, Ia., Dec. 11.—Insurance Com- 
missioner Arthur C. Savage has officially noti- 
fed Governor Nate Kendall that he desires 
reappointment when his term expires February 
I. Thus far, no opposition has arisen to his 
Teappointment and there are no other candi- 
dates, the Governor says. However, the Gov- 
ernor gives no indication of what his action 
will be when the time for naming the next 
commissioner arrives. The insurance forces 
of the State, without waiting for an announce- 
ment from Mr. Savage that he would like 
another term, have been pursuing an active 
campaign in his behalf and are strongly urging 
upon Governor Kendall the desirability of con- 
tinuing the Commissioner in the office. 


UTAH AGENTS ORGANIZE 
Agency Qualitication Law Discussed 
P. S. W. RAMSDEN, PRESIDENT 


Other Officers Are Elected—Commissioner 
Walker Addresses Agents 


Satt Lake City, Uraun, December 11.—The 
fire insurance agents of Utah held their first 
State convention to-day at the Hotel Utah, 
this city. Heretofore the local organizations 
have met separately and discussed their prob- 
lems. The principal object of the meeting was 
to consider proposed legislation in the interests 
of the insurance business as a whole. 

Legislators-elect rank Moyely of the Bene- 
ficial Life Insurance Company and W. E. 
McKell, a prominent surety man, made the 
principal talks on the two bills considered, one 
providing for an agents’ qualification law and 
the other relating to rebating and the filing of 
rates. Mr. Moyely declared himself heartily 
i favor of the agents’ qualification bill. He 
thought the time had come when something more 
than the ability to get an agency contract should 
he required of a man entering the insurance 
business. “The insurance business,” said Mr. 
Moyely, “is based in every stage of its operation 
on mutual confidence between the three parties 
to the transacticn—the public, the company and 
the agent—and the object of the proposed law 
is good in that it will help and maintain con- 
fdence all around.” The speaker contended, 
however, that the bill in its present form must 
undergo revision. It was all right, he said, for 
the fire and casualty companies who sent agents 
into the country districts periodically but would 
not work with the life companies, who often 
did not get an opportunity to see a representa- 
tive until some months after he had been ap- 
pointed. State Insurance Commissioner Walker 
was scheduled to speak on the “Relations of 
the Insurance Department to the Insuring Pub- 
lic,” but the great part of his address was taken 
up with the proposed qualification law. Mr. 
Walker, who has been an advocate of the bill 
from the start, said he thought it would work 
a hardship, as it was quite unnecessary that an 
applicant for an agent's license should visit the 
Commissioner’s office at the State capital. He 
suggested that local committees be formed for 
the purpose of considering applications. Mr. 
Walker also urged the agents to get behind 
whatever legislation is passed. Mr. McKell’s 
talk was largely on the rebate and filing bill 
which failed to pass the legislature of 1921. 
The convention passed a unanimous vote in 
favor of the qualification law and it was agreed 
by all that the difference regarding details 
could be ironed out. A committee was ap- 


VIRGINIA CONFERENCE 


Rating Bureau Wants Voice in 
Proceedings 


AGENTS INTERESTED ALSO 
S. E. U. A. Likely to Be Forced Out of 
State as Result 


RicHMOND, Va., Dec. 11.—The Virginia In- 
spection and Rating Bureau has written to: 
Commissioner Button, of Virginia, suggesting 
that when he holds a conference with the com- 
mittee of company executives on December 15, 
ihe matter of revising the Virginia tariffs: 
be gone into. However, Col. Button has replied 
that, in his opinion, the committee is with- 
out authority to pass on Virginia tariffs, and 
that the matter will have to be settled by a 
conference between Col. Button and the Vir- 
ginia Inspection and Rating Bureau, as sug- 
gested by Col. Button, in October. 

The purpose of the hearing in Richmond 
this week will not be one primarily concerned’ 
with rate making, but with the future conduct 
of the fire insurance business in Virginia, and 
it seems likely now that the State will be en: 
tirely divorced from the S. E. U. A. 

Saturday’s conference between Col. Button 
and the company executives will be preceded 
ly = meeting cf the executive committee of. 
the Virginia Association of Insurance Agents; 
on Tuesday, at which the matter will be dis- 
cussed from the local agents’ angle, and by 
a conference between the special committee of 
the Virginia Association and the committee of 
company executives on Friday. It is also prob- 
able that a number of special agents will be 
present at the hearing Friday. Col. Button 
will adhere to his original purpose of having: 
Saturday's meeting strictly executive. 








Brooklyn Brokers’ Meeting 
The Brooklyn Insurance Brokers Association 
will meet to-night to install President John J. 
Canning and other new officers. 


pointed to revise the other bill under con- 
sideration. 

P. S. W. Ramsden of the Halloran Judge 
Company, this city, was elected president, to 
succeed Senator J. Kelly of Kelly & Herrick, 
Ogden. Other officers appointed were: Jas. 
Rogers, vice-president of Rogers-Evans Co., and 
secretary-treasurer, head of 
insurance department, Ashton-Jenkins Co. 
Executive committee: H. B. Johnson, Logan; 
Geo. J. Kelly, Ogden; A. J. Lee, Price, and E. 
flugh Miller and Jean Caundon, Salt Like City. 

The annual meeting of the local order of the 
Blue Goose was held the night before, when 
\W. E. Tracy was elected supervisor of the flock. 


Lauren Gibbs, 





Has paid losses for 
over 50 years 


J. HARRIS LENKER, President 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manager. 
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INCOME INSURANCE 
SPECIALISTS 


Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=-Pres. 
NORTH AMERICAN ACCIDENT INSURANCE CO. 








National Life Insurance Company 
of the Southwest 


The Company to represent in New Mexico 
and: Arizona ‘‘More Days of Sunshine” 


For attractive agency proposition write 


Ww. C. KEIM 





























209 S. LaSalle St., Chicago, III. 
Agency Director ALBUQUERQUE, NEW MEXICO 

ACACIA MUTUAL LIFE ASSOCIATION 
THIS DID NOT HAPPEN BY CHANCE 1857 1922 


New Insurance Issued in 1921............ $42,448,000.00 
Gain in Insurance in Force............... 30,124,750.00 
Insurance in Force December 31, 1921... . 101,222,295.00 
ENE LL rok eter gag dab) ie aisse es ysb'S' 4,613,494.57 
Increase in Assets................00c0000e 1,518,954.00 
Increase in Reserve...................... 1,282,156.00 


Increase in Surplus........ 225,575.00 


UNEXCELLED LIFE INSURANCE PROTECTION— 

LOWEST NET COST—ABSOLUTE SECURITY—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
IELD FORCE 

WILLIAM MONTGOMERY Homer Building 


President Washineton, D. C. 








The Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. r 














RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI- 
TARY AND NAVAL SERVICE. ‘The new Child’s Policy of 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L. 
writes the accidental death benefit and income total disability. 
Best territory open in Ohio, Indiana, Illinois, Missouri and 
Iowa. 


FARMERS NATIONAL LIFE INS. CO. 
F. N. L. Building 3401 Michigan Ave. Chicago, Illinois 














AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract wi'l be given the right ran. 

Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 —‘City Hall Station, New York 

















HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 
has grown so in popularity until it is*now generally conceded to be 
hane'cF the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 
Write for Financial Statement 


HOME OFFICE: 1026 Linden Ave., BALTIMORE, MD. 





FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 


Charter Perpetual > 
NEON eo icis iow teak Ke Rk ARES EAE $1,000,000 
RMR, gus cys orgs ats aignan stellate ate, Sos pRB Cal a iS ose 16,189,923 
Reserve and other Liabilities. .......... 11,318,327 
PR RNIN AN I oy co Sa cia ay sao ea Ws Gia Wiad Rie wi 3,871,596 
Surplus to Policy Holders. ............. 4,871,596 





E. C. IRVIN, President. 








J. W. COCHRAN, Vice-President. 





NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 

1 y oft" NOT SO BIG to lose sight of 
individual Agents, and big 

n an C an ———, to — its - aeacy 
sure an olicyholders satisfac- 
ce omp ry torily. SOME GOOD terri- 

tory in IOWA and SOUTH 

DAKOTA open for Agents. 

DES MOINES, IOWA JAS. H. JAMISON, Pres’t 





JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 
R. N. KELLY, JR., Assistant Secretary. 


ALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 
WILLIAM O. MACGILL, Prgsipgnr. 


_Agents desiring to connect themselves with a solid and progressive, yet conservative 
Life Insurance Company, an address S. D. Powell, Secretary, giving references. 
Industrial and Ordinary Life Insurance policies issued upon all attractive forms 























Kansas’ Greatest Life Insurance 
Company 


Announces a wonderful new line of Policies with what it be- 
lieves the most complete and remarkable rate manual ever 
offered the Insurance Solicitor. 


The Farmers & Bankers Life Insurance Co. 


Home Offices Wichita, Kansas 





| 
| 
| of policies. 


Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 
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J. A. SHEAHAN RESIGNS 


Was Vice-President of American Automo- 
bile; Had Charge of Claims 

J. H. Sheahan has announced his resigna- 
tion as vice-president in charge of claims of 
the American Automobile Insurance Company. 
Mr. Sheahan has been with the claim depart- 
ment of the American Automobile for the past 
ten years, during which time he has been in 
charge of the department. He was elected as 
vice-president about three years ago. 

Mr. Sheahan will return to the practice of 
law in St. Louis, giving special attention to 
insurance cases. 


Fire Prevention Week and Public Press 


Prior to Fire Prevention Week, the National 
Fire Protection Association sought the co- 
operation of the daily press in urging upon 
the people the need for carefulness in order to 
prevent loss of life and property by fire. In 
response to a communication requesting such 
assistance, the association received the follow- 
ing letter from L. B. Palmer, manager of the 
American Newspaper Publishers Association: 

Dear Sirs: In reply to your letter of the 
14th instant, from which I infer it to be your 
purpose to secure free advertising for “Fire 
Prevention Week,” permit me to say we are 
committed to the principle that those who de- 
sire to use newspapers for the purpose of reach- 
ing the public should pay the tariff provided 
for the space in the advertising columns rather 
than to seek a free ride. : 

In this respect, the newspapers are no differ- 

ent than the railroads and other transportation 
companies, the telephone company, the tele- 
graph service, or messenger service. Those who 
wish to reach the public through those sources 
expect to pay the rates provided, and as the 
advertising columns provide practically the total 
revenue of the newspaper, the newspapers 
naturally expect propaganda or other messages 
for the public in the shape of advertising rather 
than news. 
I fear you will not get very far with your 
‘Fire Prevention Week.” There have been too 
many “Weeks,” all of them for the same pur- 
pese—that of making money without paying 
the freight. 

If you will be good enough to read in the 
enclosed bulletin the paragraph headed “If It 
Keeps On.” which is reprinted from a recent 
issue of “Life,” I believe you will realize the 
truth, You may also be interested in the 
enclosed copy of another bulletin which we 
issue weekly, which is designed to contain ex- 
poses of all such movements. 


Underwriters Laboratories’ Meeting 


The fire council of Underwriters Labora- 
tories held an all-day meeting on December 4 
at the principal office and testing station, 207 
East Ohio street, Chicago. Besides W. H. 
Merrill, who presided, the members or al- 
ternates in attendence were: H. J. Clark, Okla- 
homa City, Okla.; Geo. W. Cleveland, Detroit, 
Mich.; Gorham Dana, Boston, Mass.; Clar- 
ence Goldsmith, Chicago, Ill.; C. A. Hexamer, 
Philadelphia, Pa.: C. O. Jost, Montreal, Can- 
ada; Geo. A. Madison, St. Louis, Mo.; W. D. 
Matthews, Chicago, Ill.; FE. Middleton, New 
York, N. Y.; Isaac Osgood, Boston, Mass.; 
H. L. Phillips, Hartford, Conn.; Benj. Rich- 
ards, Chicago, Ill.; W. O. Robb, New York, 
N. Y.; E. M. Sellers, Indianapolis, Ind.; T. B. 


Sellers, Columbus, Ohio; F. J. T. Stewart, 
New York, N. Y.; C. C. Taylor, Chicago, IIl.; 
L. Wiederhold, Philadelphia, Pa.; Ira H. 
Woolson, New York, N. Y. 

In the evening, a dinner session was held at 
the Drake hotel. 


Topeka Board Organizing 

Toreka, Kan., Dec, 11.—The Topeka Board 
oi Fire Underwriters completed its prelimi- 
nary organization at the meeting last Friday. 
George A. Tuer of the Tuer-Pratt Agency 
was chosen chairman and will have charge of 
the conduct of the business of the association 
until the next meeting, when another chair- 
man will be chosen. 

Practically all of the agents for the standard 
fire companies are members of the board. One 
of the chief purposes of the board is to watch 
the practices of some fire insurance agents 
and some companies in their methods of trans- 
acting business, and it is possible that the 
board may not admit all of the agents in the 
city. ‘ 

The board is now developing its plans for 
conducting some surveys and acting in an 
advisory capacity to secure improvements in 
the fire protection, the hazards and the condi- 
tions of some property in the city, and it is 
expected that it will conduct an active fire 
prevention campaign. 


National Liberty Examined 

A recent examination by the New York 
Insurance Department, was made for the pur- 
pose of determining the present surplus in con- 
nection with the stock dividend of $500,000 
recently authorized by the stockholders. 

The examination shows that the net surplus 
as of September 30, 1922, was $3,485,852. The 
previous examination as of June 30, 1921, 
showed a net surplus of $2,440,569. In fifteen 
months a gain of $1,045,283 was made. 

File Suggestion of Error in Mississippi 

Jackson, Miss., Dec. 11.—Attorneys for fire 
insurance companies in the famous anti-trust 
suit brought by Revenue Agent Stokes V. 
Robertson, decision of which was rendered 
some weeks ago by the State Supreme Court, 
upholding the verdict of the Chancery Court 
of Hinds county, filed a suggestion of error 
Monday morn‘ng with the clerk of the Supreme 
Court. 

National, Surety to Declare $3,000,000 
Stock Dividend 

The directors of the National Surety Com- 
pany of New York have voted in favor of a 
stock dividend of $3,000,000, and stockholders 
will vote upon the matter on December 28. This 
will increase the capital to $10,000,000. 

Insurance Accountants’ Election 

The Insurance Accountants Association, New 
York, has elected A. H. Wightman president, 
L. H. Eckhardt and H. L. Hilton vice-presi- 
dents, G. S. Tipson secretary, and F. W. 
Maasen treasurer. 
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MAY HAVE FUND IN 
KANSAS 


labor Victory at Polls Means Another 
Fight Against State Insurance 








WILL USE OHIO STATUTE AS BASIS 





A. F. Williams Voices Warning to Private 
Insurance Interests Against Radical 
Compensation Measures 

ToreKA, Kan., Nov. 29.—There will likely be 
a red-hot fight. in the coming session of the 
Kansas Legislature over amendments to the 
workmen’s compensation law. The success of 
the labor interests in the State in naming a 
Democratic Governor has given them confi- 
dence to make an attempt at the enactment of a 
law which would allow higher compensation 
than at present and which would also create a 
State compensation insurance fund. 

Al. F. Williams, United’ States district at- 
torney, and for many years an attorney for 
employers in compensation legislation, has 
sounded the warning to the employers and the 
insurance companies writing this line at the 
meeting of the structural steel society last week. 

“Tt means a running fight from the day the 
Legislature meets,” said Mr. Williams. “The 
same radical forces which have attempted be- 
fore to pass a compensation law whose provi- 
sions are no less than startling will be at the 
session of the Legislature and you will be con- 
fronted with this law again.” 

The labor union lobbyists two years ago pre- 
sented a law, based chiefly upon the Ohio statute, 
which provides for five thousand dollars com- 
pensation for the death or total disability of an 
employee with dependents, and smaller amounts 
for lesser injuries. It also compelled every em- 
ployer to take out State insurance—that is, each 
employer paid to the State a premium based on 
his weekly payroll, and from this deposit the 
State paid all compensation claims. The insur- 
ance companies would be driven out of the State 
with such a law, as it required exclusive State 
protection. 

John H. Crawford, labor commissioner, pro- 
posed a measure which made some slight in- 
creases in compensation for a death and some 
large increases for the more serious injuries 
and compelled insurance by all employers in 
what might be termed the dangerous occupa- 
tions. The law was to be administered by the 
industrial court and all claims were to be 
passed on by the court before they were paid. 
The court had authority to investigate all 
claims and was to employ special attorneys to 
represent the employees in the handling of cases. 


Insurance Society Lecture 
P. M. Brink, assistant secretary of the West- 
chester Fire, will address the Insurance Society 
of New York this afternoon on sprinkler leak- 
age insurance. 








—The Independence Indemnity Company of Philadel- 
phia, the Sun Indemnity Comoany and the New York 
Indemnity Company of New York city have applied 
for admission to Virginia. 
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THIRD EDITION 


LIFE INSURANCE 


AND 


HOW TO WRITE IT 


BY J. M. LANGSTAFF 


A Comprehensive Work Treating of 


CHARACTERISTICS OF THE SUCCESSFUL AGENT 
SOME GOOD RULES TO FOLLOW IN CONDUCTING 
A CAMPAIGN 
HINTS FOR OBTAINING PROSPECTS 
UNUSUAL METHODS OF OBTAINING APPLICATIONS 
GENERAL OBSERVATIONS ON AGENTS’ WORK 
SOME SPECIAL CLASSES OF PROSPECTS 
ARGUMENTS FOR INSURANCE 
ARGUMENTS FOR INSURING WITHOUT DELAY 
OBJECTIONS TO INSURANCE 
LAPSES ASSESSMENT INSURANCE 
PLANS OF INSURANCE 


This book, of over 260 pages, now in its third edition, 
goes most exhaustingly into the whole subject of life 
insurance soliciting, and meets the requirements of 
experienced solicitors as well as beginners. Stock 
objections are treated in a satisfactory manner, and 
the arguments of successful solicitors are detailed. 


PRICES: 
In Flexible Binding, $2.50 In Paper Binding, 1.75 


THE SPECTATOR COMPANY 


Sole Selling. Agents For the United States 
CHICAGO NEW YORK 














A Good Book 
for Life Men-- 


“Life Insurance and How to Sell It 
Price, $1.00, Postpaid 


99 





BSORBING AND INTERESTING, 
containing life insurance salesmanship 
—methods, plans, and suggestions from the 
must successful salesmen. You will find this 
compilation of experience of star producers a 
constructive help in selling more life in- 
surance. 











THE INSURANCE FIELD COMPANY 
Incorporated 
P. O. Box 617, Louisville, Ky. 


Find enclosed check for $.......... for which send to my 
address one copy of Life Insurance and How to Sell It. 
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HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 
The 62nd Annual Report Shows: 


Premiums received during the year 1921. ...........ccceces $6,990,547 
Payments to Policyholders and their beneficiaries in Death i 
Claims, Endowments, Dividends, Etc...............00. 4,740,840 
Amount Added to the Insurance Reserve Funds............. 2.121.307 
NetInterest Income from Investment..................... 1,964,050 
($642,638 in ‘se of the amount required to maintain the 
reserve 
Actual mortality experience 53.44% of the amount expected. 
ROMER IIE TIN OMOR «  i:e's's.0:0/6'0:4 vin'e sisipic ere ciucvisiei eiciec.seeb os $223,116,887 
MOGMUMSAMIE 0505 oo Saciencn cece aoa 3,223; 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 
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SUCCESS IN LIFE INSURANCE 


comes to the Agent armed with perseverance and equipped with low rate, profit bearing, protective 
policies. 

The Great-West Life is the most successful Insurance Company in Canada si because its effi- 
cient and economical management, high interest earnings and low death pera to p aphons 
and attractive policies wherewith to equip its Agents. 

We have attractive agency propositions in various territories. If interested write— 

THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office 


WINNIPEG CANADA 





EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
ee and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY, 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 





Largest Fraternal Benefit Society of Women in the World 


A ‘Millionaire’? Fraternal Benefit Society 
The Rates are Adequate 
The Membership is over 250,000 


+ The Reserve Fund is over Vy ang aed 


e Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Its Business Standing is of t 


Write for information to 
Miss Bina M. West 
Supreme Commander 
Port Huron, Michigan 


Miss Frances D. Partridge 
Supreme Record Keeper 
Port Huron, Michigan 





[er 


| ‘GRAND RAPIDS LABEL CO. 
| 


GRAND RAPIDS, 
MICH. 


FOR FOLDER | 
SHOWING ELABORATE OISPLAY 7 








MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE COMPANY. 


THE MANAGEMENT. Practical insurance men of long experience 


and conspicuous success. 


MISSOURI, KANSAS, 
COLORADO, TEXAS. 
in the country to-day. 


OKLAHOMA, 


THE TERRITORY. 
The best territory 


DANIEL BOONE, President DANIEL BOONE, Jr., Secreta'y 
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REORGANIZE NATIONAL 
COUNCIL 


December 14, 1922 


New Body Will Function Without 
Delay 


COMMISSIONERS HAVE REPRESENTA- 
TIVE 


Will Act as Chairman of All Technical and 
Rating Committees 

Rate making and rate administration on 
workmen’s compensation insurance were more 
thoroughly systematized through the process of 
reorganization, effected at a conference of com- 
pensation insurance carriers and State super- 
vising officials held at the Hotel Astor, New 
York, December 7. J. F. Ramey, Insurance 
Commissioner for Kentucky, presiding, im- 
pressed the meeting with, the importance of 
acting upon the matters in hand, since much 
time and thought had been spent in their prep- 
aration. Accordingly, by vote of the large 
representation in attendance, the National Coun- 
cil of Compensation Insurance was formally 
named, its articles of agreement signed and its 
constitution adopted. 

The meeting not only executed these plans 
essential to reorganization and transition from 
the old operating system, but attended to all 
details calculated to place the new body on a 
vigorously functioning without delay. 
The committee provided for in the new consti- 


basis 


tution was elected as follows: 

Board of appeal.—Dr. R. S. Keelor, of United 
States Casualty and Utica Mutual. 

Governing committee, two years.—Travelers, 
American Mutual Liability 
lor one year.—Maryland 


Globe Indemnity, 
and Liberty Mutual. 
Casualty, Ocean Accident and Guarantee, Mich- 
igan Mutual Liability and Utilities Mutual. 
Rate committee.— “tna Life, Employers 
Liability, Maryland Casualty, Fidelity and 
Casualty, Travelers, New Jersey Manufacturers 
Cesualty, Ocean Accident and Guarantee, Globe 
Indemnity, Indemnity Insurance Company of 
North America, London Guarantee and Acci- 
dent, Utica Mutual, American Mutual Liability, 
Federal Mutual Liability, Liberty Mutual, 
Integrity Mutual Casualty, Michigan Mutual 
Liability, Security Mutual, New York State 
Fund and Casualty Reciprocal Exchange. 
Creative and administrative functions gov- 
ering compensation insurance rates are now 
vested in this new organization composed of 
imsurance carriers. This body differs greatly 
from the former group handling such matters 
which was made up of rating organizations. 
State supervising officials will be in close touch 
with all activities by the participation of one 
of their deputies in the affairs of the organ- 
ization. As the National Council is under the 
direct supervision of the National Convention 
of Insurance Commissioners, the latter’s repre- 
sentative located in the National Council office 
S empowered to act as chairman of all tech- 
tical and rating committees, as well as to repre- 
sent the convention in various other ways. 
The essential aspects of the National Coun- 
cil plan have been outlined concisely as follows: 


ae 





lirst—It brings together into one national 
organization all the statistical and other rate- 
making resources of the country, a concentra- 
tion which even then is no more than adequate 
to solve the difficult problems of the business. 
The national organization is to be equipped with 
an adequate staff of experts skilled in under- 
writing, actuarial and engineering technique. 
The staff will thus be competent to develop 
rates and rating plans acceptable to all parties 
in interest—supervising officials, the insuring 
public and the carriers themselves—and the 
direct action of company committees will be 
reduced to a minimum. 

Second.—The application of rates adjusted to 
the hazards of individual risks through merit 
rating will be accomplished by local admin- 
istrative bureaus under the general supervision 
of a department of the national organization 
or threugh affiliated bureaus in case these should 
not elect to come into closer relationship. 

Third.—There will be complete supervision 
of the actual working of the plan by the Na- 
tional Convention of Insurance Commissioners, 
thus bringing the authorities of each State into 
airect contact with it. The advantages to be 
thus secured are better made rates, greater uni- 
formity, greater efficiency, with a consequent 
saving in expense, and better facilities for super- 
vision by State authorities. 


WORKMEN’S COMPENSA= 
TION REPORT 


—enbieetallam 


F. Robertson Jones Outlines Publicity 
Campaign 
ANNUAL BUREAU MEETING ON DEC. 7 
Fourteen Members Now Make Up Person- 
883 Legislative Bills Examined 
in 1922 

On Thursday last, the Workmens Compensa- 
tion Publicity Bureau held a meeting in New 
York city at which F. Robertson Jones, secre- 
tary and treasurer, submitted the tenth annual 
Dealing with 


nel 





report of the bureau’s activities. 
every phase of the work accomplished and 
projected, the report covered legislative action 
in its entirety and cited the various cases in 
which success had been achieved on behalf of 
the bureau and the ends it is striving for. 
Thirteen legislative bodies have been in session 
during 1922, said the secretary, and 883 legis- 
lative bills have been examined, of which num- 
her 396 were found to bear on casualty and 
surety interests. Of this number sixty-eight 
were enacted and became laws. The accompany- 
ing table, extracted from the report, shows the 


Numler of bills examined..... 


Number of bills found to affect casualty and surety interests.... 
Number of bills affecting casualty and surety interests that were 


enacted 


Number of} alle etannmed so soo <n c cccddeue chiweecea 
Number of bills found to affect casualty and surety interests.... 454 484 337 
Number of bills affecting casualty and surety interests that were 


enacted 


Casualty, Surety, Etc. 





records of legislative action in this connection 
from 1913 to 1921. 

After pointing out the items which encoun- 
tered opposition or on which the workmen’s 
bureau found it expedient to disagree in the 
various States, the report went on to a discus- 
sion of the pending legislation for 1923 with 
reference to the workmen’s compensation law in 
the States where it is now operative and also 
in the States where it has not yet obtained a 
foothold. Dilating upon this, the report said 
in part: 

The 1923 Legislative Sessions in Relation to 
Workmen’s Compensation.—In 1923, forty-six 
legislative bodies (Congress excluded) will be 
in regular session, exciusive of those which may 
be called in special session. Keeping in mind 
the political results of election day, it is very 
likely that the coming year will bring with it 
an avalanche of legislation, some of it radical. 
Of the States in legislative session during 1923, 
cnly five (Arkansas, Florida, Missouri, North 
Carolina and South Carolina) are without com- 
pensation laws. Serious situations as regards 
monopolistic State compensation insurance will 
undoubtedly have to be met in Minnesota, New 
York and Oklahoma; while there are indications 
of trouble in that direction from a number of 
other States. } 

Mr. Jones said that edited and printed copies 
of the revised compensation laws of the States 
of Georgia, Kentucky, Louisiana, Maryland, 
New Jersey, New York and Virginia were now 
available and that during 1922 the bureau had 
printed 1,427,411 State compensation pam- 
phlets and was engaged in the distribution of 
much other pertinent material. Co-operation 
other organizations had been carried out 
a view te obtaining those things which 


with 
with 
were mutually beneficial and of general insur- 
ance interest. The report concluded with a re- 
cital of the recent legislative hearings regard- 
ing amendments to compensation laws and 2 
deposition of the tax bills which were opposed 
as inimical to insurance interests. 


Union Indemnity Message to Agents 

Over the signature of Vice-President Edward 
Kory, the Union Indemnity Company of New 
Orleans is sending out to its agents a timely 
message on the too-often-neglected item of lia- 
bility insurance. The letter draws attention to 
the argument that the companies writing lia- 
bility insurance are making no money on this 
class of business, due to the heavy requirements 
for putting aside legal loss reserves and the 
actual payment of incurred losses. Special 
stress is laid on the smaller lines of liability in- 
surance, such as the owner’s defense and con- 
tingent liability insurance, and the contractor’s 
defense and contingent liability. The stimula- 
tion of business along these lines is greatly to 
be desired and the field is large enough to war- 
rant the agent’s closer attention. 





1913 1915 1917 1919 1921 

wmasieass 3,579 3,732 2,899 2,903 2,465 
1,805 1,203 981 1,085 S76 

eeccceccs 421 280 269 356 241 
1914 1916 1918 1928 1922 

eeecccees 1,140 1,145 1,392 8435 883 
469 396 

94 103 100 155 68 
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NOW READY 
TWENTY-SECOND ANNUAL EDITION 


Fire Insurance Laws, 
Taxes and Fees 


A publication for the use of Fire Underwriters, containing a 


DIGEST OF STATUTORY REQUIREMENTS IN THE 
UNITED STATES AND CANADA, WITH MANY QUO- 
TATIONS FROM THE STATUTES, RELATING 
TO FIRE INSURANCE MATTERS. THIS 
WORK EMBRACES A COMPILATION OF 
THE COUNTY AND MUNICIPAL TAXES 
AND FEES REQUIRED IN THE VARI- 
OUS STATES AND TERRITORIES 


A Series of 


41 SUBJECT INDEXES 


aid materially in rendering this publication an exceedingly 
valuable one for quick reference. Thus, for illustration, under 
the heading of ‘‘Taxes”’ is given a list of the States levying taxes 
upon fire insurance companies with a column showing the per- 
centage, and another column stating the page of the book upon 
which more detailed information on this subject is presented. 
Following the General Index and the Subject Indexes, appear 
synopses of, or quotations from, the laws bearing upon the 
below-mentioned subjects in all the States and Territories, 
and in Canada and the Canadian Provinces, the matters relat- 
ing to each State being grouped together. The topics treated 
are as follows: 


STATE REQUIREMENTS 


Adjusters’ Licenses Impairment 

Agents Defined Investments Prescribed 
Agents Licenses Licensed Brokers 

Annual Statements Limit on Single Risk 
Anti-Coinsurance Lloyds 

Anti-Compact Marine Insurance Requirements 
Anti-Discrimination Miscellaneous 

Attorney Mutual Companies 
Calendar Preliminary Documents 
Cancellation of Policy Publication 

Capital Required Rate Schedules to be Filed 
Commissions to Non-Residents Reciprocal Insurance 
Deposit Reciprocal Law 

Domestic Companies Reinsurance 
Examinations Reinsurance Reserve 


Fees Resident Agents 

Fire Department Tax Semi-Annual Statements 
Fire Marshal Standard Policy 

Foreign Companies’ Home Taxes 


Office Statements Tax Statements 
General Penalty Valued Policy 

Calendar shows dates of chief requirements in each State. 

Data concerning Federal taxation are also given. The new 
laws and amendments enacted by Congress and the several 
States and Territorial legislatures have caused a considerable 
increase in the size of this book in the last few years. 

The general plan of ‘‘Fire Insurance Laws, Taxes and 
Fees’’ contemplates digesting the laws on the above topics in 
cases where there is no apparent ambiguity of meaning, but to 
quote in extenso portions of the statutes which are deemed to 
be susceptible to more than one interpretation. 


COUNTY TAXES AND FEES 
MUNICIPAL TAXES AND FEES 


Under the last two titles are listed the counties and towns 
known to require taxes or fees to be paid by fire insurance com- 
panies or their agents, with their respective amounts or per- 
centages, and in many instances, the dates. 

The codification of the system of county and municipal taxes 
and fees is unique, having never been, in any other publication, 
undertaken for the whole country. 


FIRE INSURANCE LAWS, TAXES AND FEES 


is a handsome book of 596 pages, substantially bound. Every 
officer, department manager, general and special agent of a fire 
insurance company should possess a copy of this work, which, 
for general purposes, is more than a substitute for a large library 
of law books. 


Sent, Express Prepaid, on Receipt of $15.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 


PE er 


The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y, 








CS FI 0 ok ek ckcied cr encentd $2,800,000. 00 
SURPLUS TO POLICY HOLDERS... 350,000.00 
INSURANCE IN FORCE........... 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 














Live Men Wanted 


_ the largest life insurance company in the Middle West 
writing both Industrial and Ordinary. 





Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern. 
Now in its 35th year, it is entering a new era of growth and 
offers excellent opportunities at this time to insurance men, 
especially those with Industrial insurance experience. 


The Western and Southern Life Insurance Co. 
CINCINNATI, OHIO 














WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI 





Guaranteed low cost policies. As good as we can make them, 


Any one of the above is an absolutely first class opportunity. If 
your record is clean and you can furnish evidence of your Ability as a 
Personal Producer, your application will be considered. 


Address S. W. GOSS, Vice=President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 





THE 


Boston Mutual Life Insurance 
Company 


“The Company of the 


77 Kilby Street  “7#¢, Company of the — BOSTON, MASS. 


i ae. FIELD, Sec’y & Treas. 
iat EGER TOBERT KING, out bo ioe ' - 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms of up-to-date contracts issued, 
CORRESPONDENCE SOLICITED F 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 








Tite Great Aimenioan)utiuall * Record-Break- 


ing Year 
Linrclemmiigy Company is in prospect 


for The Great 






- 9 American. The 


general busi- 
, ness depression 
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Ohio’s Largest and Strongest — It was 


Automobile Insurance Company never better. 
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Life, Fire and Marine Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 











Life 

Cancellation of the policy by failure to pay 
loan, for which the policy is pledged to the 
company. 

The insured had obtained a loan of $350 on 
a life policy and pledged the policy as security 
therefor. The pledge was in the form of a 
loan agreement, called a certificate of indebted- 
ness, and was signed by the insured, and also 
by the beneficiary. This agreement effected an 
assignment and transfer of the insurance pol- 
icy to the company, to which the policy was 
delivered. This loan was made something like 
two and a half years before the policy was 
paid up, but the subsequent premiums weré 
promptly paid, and the policy became paid up 
in November, 1915. No part of the principal 
or interest on the loan had been paid, and after 
the death of the insured the company resisted 
payment on the ground that the default in the 
payment of the indebtedness, of which notice 
had been given to the insured, had caused the 
cancellation of the policy pursuant to a stipula- 
tion set forth in the certificate of indebtedness. 
The Iocan agreement provided that if the in- 
dehtedness to the company on the policy should 
equal or exceed the loan value of the policy, 
the company’s liability under the policy should 
terminate upon giving the proper notice by the 
company. It appeared that at the time of the 
cancellation of the policy by the company, the 
amount of the indebtedness on account of the 
loan did in fact exceed the loan value of «the 
policy. It was contended by the plaintiff in 
the action that this loan agreement was merely 
a pledge of the policy as security for a debt, 
and that title did not become absolute. . It was 
held that the stipulations in the loan agreement 
were valid, reasonable and fair, and that, under 
the facts appearing, the policy had been can- 
celled and that the plaintiff was not entitled to 
recover thereon. Penn. Mutual Life Ins. Co. v. 
Bancroft, Ala. ; 93 So. 566. 

Insurable interest; waiver of provision of 
by-law that beneficiary must be relative or 
dependent of insured. 

A by-law of a beneficiary society provided 
that no application would be received for mem- 
bership where the applicant named as beneficiary 
Was not a relative or a dependent of the ap- 
plicant. Such an application was received, 
naming a beneficiary who was neither a rela- 
tive nor a dependent and this fact was known 
to the agent who accepted the application. 
Thereafter, the association accepted premiums 
from the beneficiary and in an action on the 
certificate, it was held that the association had 
waived the provision in regard to insurable in- 
terest by accepting the application and receiv- 
ing the premiums for a considerable period of 
time. Howard v. Commonwealth Beneficial 
Association, N. Je ave ; 18 Atl. 
449. 

Changing beneficiary in benefit certificate. 

A provision in a benefit certificate, requiring 











a change of beneficiary to be endorsed on the 
original benefit certificate and witnessed by a 
clerk of the society, being for the protection of 
the society, may be waived by it, and if so 
waived a former beneficiary cannot avail him- 
self of non-compliance therewith. It was also 
held that a member of a benefit society could 
change the beneficiary, although the right to do 
so was not expressly reserved on the face of 
the policy. Harris v. Whittington, ——— Ala. 
——-; 93 So., 526. 

Default in payment of dues; when sus- 
pension becomes automatic upon such non- 
payment. 

Where the by-laws of a fraternal benefit as- 
sociation provided for automatic suspension for 
default in payment of dues for one month, it 
was held that no recovery could be had upon 
the certificate of a member dying while in de- 
fault, and that it was not in the power of the 
officers of a local camp to waive the rules in 
the laws of the Supreme Body. 
— Ala. 


view of 
Sovereign Camp W. O. W. v. Gay, 


———:; 93 So., 559. 








Fire 

Proof of loss; waiver of proof where in- 
sured denies liability as to portion of claim. 

An insurer issued a policy in the name of 
one person, covering a quantity of wheat. After 
the wheat was destroyed by fire, the company 
offered to settle for one-half of the wheat which 
was owned by the person in whose name the 
policy was issued. It then appeared that there 
had been a mutual mistake and that the agent 
of the company had been directed to issue a 
policy in the name of two persons covering the 
entire ownership of the wheat. The insurance 
company, however, denied liability, except as 
to one-half of the wheat in the name of the 
person to whom the policy was issued. An ac- 
ticn was then brought to reform the policy so 
as to cover the interest of the two owners, and 
also to recover the total value of the wheat 
destroyed. A judgment in favor of the plain- 
tiff was granted, and as to this part of the 
judgment no serious objection was made by the 
insurance company. It was contended, how- 
ever, that as no proof of loss had been served 
that the plaintiff could not recover. The court 
held that denial of liability for one-half of the 
loss because the name of the owner of one- 
half of the wheat did not appear on the policy, 
was a denial of liability on that ground alone 
and the company not having denied liability on 
the ground that proof of loss was not furnished 
within the time specified in the policy, that such 
a defense was not available to it on the trial, 
and judgment was granted for the entire loss. 
Springfield Fire and Marine Ins. Co. v. 
Donohoe, ——— Okla. ; 209 Pac. 442. 

Evidence of loss; when positive evidence 
cvercomes inference from circumstances. 

After the burning of certain hay covered by 
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a policy of insurance, two witnesses for the 
plaintiff testified positively as to the amount of 
hay which was burned. The insurance com- 
pany offered evidence showing the number of 
baie wires which were contained in the ashes 
of the burned hay, and also the amount of ashes, 
and contended that under this evidence the 
plaintff’s contention as to the amount of hay 
which was burned was exaggerated. The court 
held, however, that positive evidence as to the 
amount of hay which had been burned could 
not be overcome by such circumstantial evidence. 
Grange Mutual Fire Ins. Co. of Colo. v. Parker, 
—— Colo. ; 209 Pac. 502. 





Marine 


Defense of unseaworthiness; when burden 
of proof is cast on person interposing such a 
defense. 

An insurance company issued a policy of 
marine insurance insuring a dredge against ad- 
venture and perils of the waters of New York 
Harbor and Long Island Sound. The hull of 
the dredge was an old wooden-car float, short- 
ened and reconstructed. The dredge was 
equipped with a boiler, engines and “A” frame, 
shell buckets and tackle, all of the agreed value 
of $40,000. In August, 1919, the dredge was 
put on the drydock. After repairs had been 
made, it was the evidence that the outside plank- 
ing was in good condition and otherwise the 
dredge was tight and staunch. In October, I919, 
work was begun on the dredge in Port Jeffer- 
son Harbor, and continued without interruption 
until January 15, 1920, when, by reason of cold 
weather and ice, suspension of operations was 
necessary. On Saturday, January 17, the ice 
increasing, it was decided to move the dredge to 
a dock nearby. On that day a tug broke a path 
through the ice, reached the dredge and towed 
her to the dock. It was testified that the ice 
was eight inches thick; the distance of the tow 
was less than one nautical mile, and the time 
consumed was three hours. During the towage, 
heavy ice continuously struck and swept around 
the bow. Early in the morning of Monday, 
January 19, the captain went below and found 
only the quantity of seepage which is expected 
in wooden craft. Starting the pump he had 
his breakfast. Immediately after breakfast he 
found the dredge taking water rapidly and, on 
examination, found it was coming in through 
a hole in the bow. Efforts to stop the leak 
being unavailing, the dredge speedily sank. 
Subsequently the dredge was raised, and a ques- 
tion arose as to the expense of repairing it. The 
principal question litigated was whether or not 
a policy, excepting the insurer from liability 
for damages arising from unseaworthiness, cast 
the burden on the insurance company setting 
up this defense, to show unseaworthiness, or it 
rested on the claimant to show that the vessel 
was seaworthy. The court held that the burden 
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Examiners and Adjusters 











Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 


90 William Street New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on pest performances—We show 
results, Send for booklet of references. Liability, Com- 

tion, Auto, Fire and Theft, Collision, perty 
e, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 

















—— 


Insurance Attorney 








Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











rested on the insurance company to show un- 
seaworthiness, and, upon reviewing the testi- 
mony, held that this burden had not been sus- 
tained and granted the claim of the claimant for 
the full amount of the direct loss. American 
Merchant Marine Ins. Co. of N. Y. v. Liberty 
Sand & Gravel Co., 282 Fed. 514. 


Marine Bill Adopted 

(Continued from page 27) 
insuring risks in States to which they are not 
aamitted to transact business is contrary‘ to 
public policy and highly objectionable, and that 
legislation should generally be enacted to curb 
this practice. The committee on laws and 
legislation is authorized to draft and submit 
such legislation for the consideration of the 
several States and the Congress. 


McMauan Proposat Meets SETBACK— 
CoNnVENTION ENps 

With the unanimous adoption of this report, 
the hopes of Commissioner McMahan for imme- 
diate action on the measure proposed by him 
Vanished, and it is altogether probable that some 
time will elapse before this plan is again brought 
te the consideration of the National Conven- 
tion of Insurance Commissioners. Even if this 
is done at some future assembly, there seems 
to be scarcely any likelihood that the bill will 
meet with favorable attention at the hands of 
the delegates, for many of them have expressed 
themselves as for the bill in theory but strenu- 


ously opposed to its workable practice because 
of the difficulty of getting the several States 
together for concerted action. If the plan 
were not carried out uniformly in all the States 
there would exist the constant danger of having 
one State evoke its provisions against the com- 
panies of another State or States wherein the 
bill was not operative. The consensus of opin- 
ion appeared to be along this line and there 
will be no further discussion of the McMahan 
resolution for many days, though the activity 
of the Commissioner from South Carolina and 
his stout defense of the project were laudably 
commended. This matter of the final report of 
the laws and legislation committee was the last 
business before the mid-winter convention and 
with its conclusion the motion for ending the 
sessions was made and carried. 

As the delegates to the 1922 meeting of the 
National Convention of Insurance Commission- 
ers departed from the assembly room in strag- 
gling groups an atmosphere of intense satis- 
faction was noticeable and there seemed to rest 
on the shoulders of each the realization that 
it had been a convention which would go down 
in insurance history as a criterion by which 
the success or failure of future meetings would 
be judged. The delegates themselves were per- 
sonally successful, the convention was neces- 
sarily a success and the continued well-being 
of the insurance industry was adequately pro- 
vided for. 


Patchwork and Piecing 
(Continued front page 29) 
Insurance Commissioners, held last week at the 
Hotel Astor, was A. C. Savage, Commissioner 
of Insurance of Iowa. Mr. Savage has served 
four years as head of the Insurance Department 
in his State, and during that time has main- 
tained a very high standard of efficiency. Mr. 
Savage, who, previous to taking up the duties 
of insurance commissioner, was well known in 
business and banking circles in his home State, 
was not content with merely being titular head 
of his department, but made a thorough study 
of insurance. He has consequently become one 
of the recognized leaders in the National Con- 
vention of Insurance Commissioners, where his 
careful judgment, clear thinking and sound ad- 
vice is sought by his fellow commissioners. 
Realizing the value of sound insurance compa- 
nies to the insuring public, he has required a 
standard of solvency which assures safe pro- 
tection at reasonable rates. A company licensed 
by the State of Iowa is looked upon throughout 
the country as of the highest character. No 
company of wild-cat tendency is licensed, nor 
can any company operate within the State which 
does not do so along approved lines. Similarly, 
agents of only known character and ability are 
permitted to be licensed within the State, and 
any agent guilty of sharp practices quickly finds 
the long arm of Mr. Savage’s insurance de- 
partment ready to revoke his license. The 
people of the State of Iowa are to be con- 
gratulated on securing a man of such sterling 
quality and known ability to look after their 
interests, and it is earnestly hoped by everyone 
throughout the country who has the best in- 
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terests of insurance at heart that’ Mr. Savage’s 
tenure of office will long endure. 

Not all the delegates to the corivention found 
New York city a Sahara, but the gentleman 
from Kentucky did. After a- heated, thirsty 
session at the Astor, Mr. Ramey was heard to 
quote longingly: ‘Kentucky! Kentucky! The 
State where I was born. Where the corn is full 
of kernels and the colonels full of corn!” 

aK * aK 

Said one commissioner to another who was 
reading a newspaper in which difficulties were 
predicted for New York’s fuel administrator : 
“At least they won’t have to worry in Nevada; 
they’ve got Cole out there!” 

ok * * 

Somebody is always sympathizing with the 
married man. Down through the ages marital 
relationship has been the target for many a. 
wordy shaft. Even at conventions this is so. 
Two cemmissioners were discussing this phase 
of life and the present status of the prohibition 
law. Said the gentleman from the West to 
the gentleman from the East, who was a mar- 
ried man: “The new beverage has one advan- 
tage over the old for you married men. It 


makes you see double and feel single!” 
* * -*- * 


“Uncle Joe’ Cannon, for many years one of 
the most familiar sights in the city of Wash- 
ington, was always recognized by an omni- 
present, enormous black cigar. Many men in 
public office have been easily distinguished by 
some peculiarity of dress or manner. Apropos 
of which we heard the following conversation 
at the Astor on Monday afternoon of last week. 
“At last,” exclaimed one of the insurance com- 
missioners as he caught sight of an approaching 
figure, “the convention is complete. I see a red 
tie—Commissioner Savage is here!” 

ee 

Colonel Joseph Button, Insurance Commis- 
sioner of Virginia, and secretary and treasurer 
of the National Convention of Insurance Com- 
missioners, is known as the “Grand Old Dean” 
of the convention. He has attended more of 
these gatherings than any commissioner who 
Was present. cx te ad 

Wisdom is an elastic quality. It may be 
cloaked in verbosity or may be tersely epigram- 
matic at will. This latter attribute was prev- 
alent in the remarks addressed to the conven- 
tion by Clarence W. Hobbs. The Insurance 
Commissioner of Massachusetts said: “It is a 
phenomenon which has not escaped our notice 
that not all of the legislation we recommend is 
adopted by the Legislatures of our several 
States.” 





Great merchants like Marshall Field and John 
Wanamaker have long recognized the value of 
life insurance as a protection to their families. 
Such fortunes like those amassed by the Wana- 
maker and Field families are recognized by the 
public as having been justly and fairly accumu- 
lated. It was in February, 1920, that Marshall 
Field was insured for a large line by a firm of 
Chicago life insurance men. To-day he has in 
force on his life $1,040,0c0. 
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Just_the Book you _have been Waiting for 





A New EpvucaTIoNAL TREATISE FOR 
Fire Insurance STUDENTS 


Building Construction 


As Applied to 


FIRE INSURANCE 


Embracing Lectures by 
CHARLES C. DOMINGE 
Before Classes of the 
Insurance Institute of America 
also 
INSPECTING FOR FIRE INSURANCE PURPOSES 
Including Valuable Suggestions by 
WALTER O. LINCOLN 
Messrs. Dominge and Lincoln are authors of the standard publication 


Fire Insurance Inspection and Underwriting, and are members of the Na- 
tional Fire Protection Association. 


Ish MAPEF COVE... 2... ccc ccccccccccsccees $1.00 
aN NNN 65 se 0:50:60 10'0 195s 0's we en 2 8la $1.50 


Liberal Discounts in wholesale quantities 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK ® 














C. E. Clarke, President J. R. Anthony, Jr., Secretary 
CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial 











mL 
The Republic 


Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 











QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


ives all the usual coverage demanded by live salesmen (and buyers) and, 
in addition. has a new liberal and strong selling inducement in its provision of 
DOUBLE DEATH BENEFIT for accidents occurring while riding ta 
PRIVATE or PUBLIC AUTOMOBILES 
20 per cent. of all accidents reported are Auto Accidents 
and no class of risk is more exposed to this hazard, through constant use, 
than the Preferred risk. They will want this policy. 


THE PREFERRED ACCIDENT INSURANCE CO. 
KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 





North British » Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 














PAN-AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 


cis cace est Cares Sauk. $10,007,098.20 
New Insurance Paid for 1921...... 20,444,282.00 
Paid for Insurance in Force Decem= 

a rere oer rere 87,648,741.00 


The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. Wewish toestablish ten new 
general agencies. If you are interested write to us. 


Address: E. G. SIMMONS, Vice-President and 
General Manager, New Orleans, U. S. A. 




















ker, inspector or adjuster should be without this valuable building 
cost finder. Over 1000 pages in flexible binding, pocket size. 








1922 
Edition 
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By William Arthur 


Contains information for prepara- 
tion of estimates based on actual pres- 
ent-day conditions. No agent, bro- 


Price $6.00 


THE SPECTATOR COMPANY 
CHICAGO Selling Agents NEW YORK 
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| American National Assurance Co. 
: 3719 Washington Avenue 
ST. LOUIS, MO. 


4 If you are big enough to handle a General Agency and can show 
 aclear record, you are the man we are looking for. Wehav 
| several openings for General Agents in Missouri, Illinois, 
| Kansas, Ohio, Texas and Oklahoma. Contracts direct with 

the company. 

Write: Frank W. Engel, Agency Manager. 








INTER-OCEAN CASUALTY COMPANY 


FounpDED 1903 
CINCINNATI, OHIO 


Premium Income, 1921 
Increase Over 1920 
Admitted Assets, December 31, 1921 
Increase Over 1920 


Above figures verified by examination of the Insurance Departments of 
Indiana and Ohio under auspices of Examination Committee of the National 
Convention of Insurance Commissioners. 

Health and Accident Insurance only 





Write Home Office for Desirable Territory 
J. W. SCHERR, President W. G. ALPAUGH, Secretary 

















ne Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
E to 60 years next birthday. 

“INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
E date of issue and are up-to-date in every respect. 

ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
a AND PERMANENT DISABILITY CLAUSES and DOUBLE 
SeeMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

BY mind to the man who loves his family. 

F Basil S. Walsh, President P. J. Cunningham, Vice-President 
' Joseph L. Durkin, sg gg td John J. Gallagher, Treasurer 

E. Bryan Kyle, Medical Director 


Independence , et Philadelphia, Pa. 
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THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory in the 
State of Michigan is ready for the right man. 


Address: 


Ernest C. Milair, Vice-Pres. and Secretary 


GEORGE WASHINGTON LIFE INSURANCE COMPANY 
Charleston, West Virginia. 




















q WE WANT AGENTS 
a to push our five-point-nine policies. 
ji Excellent Iowa territory and liberal 

®@ contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


| THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 











RIGANIZED ““~SSETS OVER 
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ATTRACTIVE PURE LIFE 
ONTRACTS for INSURANCE 
MENOF ABILITY: © = © PROTECTION 





LIABILITY o &: BURGLARY 
ACCIDENT -— CREDIT 

HEALTH SES tam §=6BOILER 
AUTOMOBILE ary BY, » LANDLORDS 

TEAMS ae SED ctxt ELEVATOR 
COMPENSATION Sits Se hs GENERAL LIABILITY 


Established “ae 1369 


LONDON GUARANTEE & ACCIDENT 0, Ltd., °Ewetano" 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 90 Maiden Lane, New York. 


STOKES, PACKARD, HAUGHTON & SMITH, 
ident Managers 434 Walnut Street, Philadelphia, Pa. 


Res 
ELMER A. LORD & CO., Resident Managers, 145 Milk Street, Boston, Mags. 








Prosperity Awaits You Herel 








THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 














GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 


Iwo good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 
Address West Virginia, care of Tae SpPkCTATOR, 
P. O. Box 1117, New York City, N. Y. 
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AGENTS WANTED! 








For attractive contracts write to 


The Union National Life Insurance Company 


Houston, Texas 


J. C. Stribling, President 


J. M. Yoes, Secretary 




















PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 

















WANTED 


High grade men can secure profitable contracts as 
district agents in the following important business 
centers: 


Chicago Grand Rapids Indianapolis Ft. Wayne 
St. Louis Kansas City Springfield, Mo. Louisville 
Topeka _ Salina Leavenworth Lincoln, Nebr. 


We want men who can meet the following require- 
ments: 


A.—Men of good reputation, honest, and willing 
to WORK. 
B.—Men of SUCCESSFUL life insurance experi- 


ence. 

C.—Men who are good PERSONAL producers. 

D.—Men who know how to ORGANIZE and 
MANAGE an agency. 


To men who can meet these requirements, an unusual- 
ly attractive contract will be given and backed up by 
prompt and efficient home office service. 


Our policies have a “Selling Propeller’ which fixes 
the applicant’s eye on the dotted line. 


Write us for further information. 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 
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